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A trade-mark 
ou can DEPEND ON 


Hardwood Floors 


Now that the days of buying “whatever is available” are drawing to 
a close, people are once again turning to trade-marks they can depend 
on. In hardwood flooring the popular trade-mark today, just as it has 
been for more than a quarter of a century, is the familiar Bruce 
seal. Backed by a world of experience and knowledge in flooring and 
floor finishing, this is one of the best known trade-marks in the 
building industry. Owners, architects, builders, and lumber dealers 
all know they can depend on it for floors of quality, style, and beauty. 


E. L. BRUCE CO., MEMPHIS 1, TENN., World’s Largest in Hardwood Floors. 


Bruce Hardwood Floors 


A BRUCE Prefinished and Unfinished 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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How to help brighten the years ahead... 


Here’s an outstanding sales tool— 
the big Curtis Woodwork Style 
Book, showing Silentite Windows 
and Curtis Woodwork in beautiful 
colors, and in actual room settings! 
The Curtis Style Book will help to 
bre-sell customers because it dem- 
onstrates the outstanding superi- 
ority of Curtis Woodwork products. 
This book is leased now only to 
established Curtis dealers. 


The well-known name “Curtis” ...a 
reputation for quality woodwork dat- 
ing back to 1866... continuing pro- 
motion that results in thousands of 
inquiries for Curtis products. Just why 
should those factors interest YOU? 


Here’s why: because they offer you, 
the dealer, an opportunity to make 
your business more stable, more se- 
cure, in the years ahead. For Curtis 
dealers know that they can count on 
an established demand—that they can 
rely on Curtis high quality and Curtis 
promotion to assure them profitable 


Curtis 


CILENTITE 


PRE—FIT 
the Insulated window 


business by bringing them a substan- 
tial share of woodwork customers! 
No wonder aggressive dealers are s0 
eager to handle Curtis woodwork and 
Silentite Windows! 


Curtis is making steady progress in 
catching up with the tremendous de- 
mand created by the nation’s biggest 
housing boom. We look forward to 
the time when we can again welcome 
new dealers into the Curtis ‘family’ 
—and supply a// the woodwork de- 
sired by our old dealers. 


CURTIS COMPANIES 


SERVICE BUREAU 
CLINTON, IOWA 


A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. « Chicago, Ill. « Sioux City, lowa 


Lincoln, Nebr. *« Topeka, Kan. « Minneapolis, Minn. 


August 14, 1948, AMERICAN LUMBERMAN © 








stan- 
mers! 
re so 
k and 


255 in 
s de- 
p gest 
rd to 
come 
nily” 
: de- 


, lows 


NEWS TRENT 























HASHES s+ x ek we kK ke kK Ke 


PRICES WILL CONTINUE TO RISE gradually during the balance 
of 1948, chief economists in Washington predict. Average prices 
for the year are expected to run 10 to 15 percent above 1947. Cost 
of living index has reached the highest point in history—171.7 
percent of the 1935-1939 average; this compares with 129.3 per- 
cent at the end of World War II. All this is strong propaganda 
for clamping on price controls. 


NEW HOUSING CONSTRUCTION for the first half of 1948 totaled 
449700 residential units costing $7.7 billion. This was an increase 
of more than $2 billion over the same period last year. Expendi- 
tures for all types of new building were 35 percent greater than 
in the first half of 1947— and the largest for any corresponding 
period on record, the Construction Industry Information Com- 
mittee reported. 


DEALERS SERVING THE FARM TRADE will be interested to 
note that expenditures for new farm construction increased 25 per- 
cent over the first half of 1947. At the same time the Bureau of 
Agricultural Economics reported that gains in the prices farmers 
received for meat animals, dairy and poultry products more than 
offset decreases in grains, soybeans and cotton prices to raise the 
July 15 index of prices to 301 or 2 percent over the month previous, 
but about 2 percent below the record of 307 set last January. 
Booming birthrate plus high farm income has made for a huge 
increase in new farm building. 
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PART of the crowd of more than 100 Devoe & Raynolds Company mid-west dealers who gathered in 
Chicago to hear Devoe’s plans to help dealers boost their paint profits to a new high. Many lumber 





LEAD THE PARADE 


Sales by building materials 
dealers up 24 percent in ‘48 


RETAIL SALES by lumber- 
building materials dealers for the 
first six months of 1948 were 24 
percent ahead of the same period 
in 1947. 

In reporting this figure, the 
Bureau of the Census also stated 
that lumber-building materials 
sales for June, 1948 were 11 per- 
cent ahead of May of this year. 

Sales in June of this year were 
35 percent ahead of June, 1947. 
And, incidentally, sales of lumber 
and building materials dealers 
showed the greatest percentage for 
the first six months of 1948. Motor 
vehicles showed a 15 percent in- 
crease; filling stations 12 percent; 
furniture stores 13 percent; de- 
partment stores 11 percent. 


ONE-COAT PAINT 


Devoe dealers hear promotional 
plans to boost their profits 


MORE than 100 retailers of paint 
including lumber dealers, hardware 
and paint store operators attended 
a mid-west meeting sponsored by 


and building materials dealers are in this group. Top company executives who addressed the group, 
left to right: Kenneth H. Wood, western district manager; Arthur H. Mohrhusen, general merchandising 


manager, and James LeFebre, Chicago branch manager. 





















































































...CAN HAVE MORE 
ON THE BALL... 


n 
= the best pitcher in the world sometimes wishes he 


had a little more on the ball. That’s true, too, of the finest 
producers and the most capable merchandisers in the 
LUMBER BUSINESS. 

No matter how prosperous your current operations may 
be, the experienced, widely circulating wholesalers can add 
extra profit for you. 

The wholesalers’ coverage of the market is complete . . . 
you cannot duplicate it. Their costs are low ... you cannot 


beat them. 


— Use the wholesalers! 


National-American WHOLESALE Lumber Association 
ESTABLISHED 1893 


HEADQUARTERS 
41 E. 42ND STREET 
NEW YORK 17. N. ¥ 


WESTERN OFFICE 
YEON BUILDING 
PORTLAND 4. OREGON 

































NEWS a«¢d TRENDS 


Devoe & Raynolas Company, Ine, 
at the Knickerbocker Hotel, Chi- 
cago, July 30. 

Fall sales and promotion display 
plans were announced by A. 4, 
Mohrhusen, general merchandising 
manager. Of greatest interest to 
dealers were the announcement of 
a new one-coat house paint and the 
Devoe Library of Colors to help 
consumers select the best color 
combinations. 

Mr. Mohrhusen told dealers that 
paint industry sales amounted to 
a billion dollars in 1947. Survey 
estimates indicate that the sales 
potential of paint is $4.50 per 


-apita. 


POINT-OF-SALES DISPLAYS 

Emphasizing the importance of 
building store traffic, Mr. Mohr- 
husen outlined Devoe’s extensive 
fall advertising plans to reach con- 
sumers, painters, building contrac- 
tors and other specialized markets. 
Dealers were shown Devoe’s new 
point-of-sale displays and urged to 
make use of them. 

Dealer aids now available by De- 
voe include store designs, sales 
training, merchandising and busi- 
ness management. Dealers were 
told how they can increase their 
paint profits by pushing certain 
lines, particularly varnish and 
enamel. 

Devoe’s extensive research facili- 
ties were outlined by Mr. Mohr- 
husen. The Louisville laboratory 
was credited with numerous impor- 
tant developments including a non- 
yellowing white enamel of Devoe’s 
new toner colors which are equally 
adaptable for all types of paint. 

The Chicago meeting was one 
of several sessions with dealers 
throughout the country preliminary 
to a comprehensive advertising 
campaign aimed particularly toward 
publicizing Devoe’s one-coat house 
paint. 


NEW CONSTRUCTION 


$18 billion estimate for 
new construction in 1948 


PEAK construction next month 
is expected to employ 2.4 million 
workers. 

The current outlook for contract 
construction employment is based 
upon a revised estimate of anticl- 
pated expenditures totaling $18 bil- 
lion for new construction in 1948. 

This new estimate, prepared 
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NEW LOW PRICES 
ON 


SOUTHERN PINE PLYWOOD 


Lower Than Comparable Softwoods 


WHEN YOU BUY SOUTHERN PINE PLYwooD FRM AE TNA 


You Get a Low Prices 


Better Quality ...in 
Manufactured Grades 





Smoother Sanded Panels 


Less Waste Because of 
Shorter Lengths (Up to 4'x6' in 4")... 


Saves Your Large Panels 
Sizes Easier to Handle 
24 Hour Shipping Service 


Prompt Attention on Both 
LCL and Carload Orders 


WE ARE PROUD OF OUR REPUTATION FOR 
“Rettler Seruice and Prompt Delivery’ P 
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Get Our New Low Prices on All Types of Plywood. Write for 
Your Plywood Buying Guide AETNA’S “Teleply Ticker’. 


Leeww een a = 


PLYWOOD G&G VENEER COMPANY 


1732 Elston Ave., Chicago 22, IIl.—Phone AR 6-7100 -- Teletype C. G. 305 
Branch Warehouse: Grand Rapids 4, Mich. 
Sales Offices: Detroit, Mich.—Milwaukee, Wis.—Indianapolis, Marion, 
West Lafayette, Ind. 
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MORE PROFITS 


from Sales of 


INSULATION 


PE 


Sell or Rent a 


Hotchkiss 


Automatic Tacker 


With every sale of 
Roll type Insulation 


Sell or rent this handy device for in- 
stalling insulation and get the extra 
profits from the staples needed for the 
job. Installers appreciate the easy way 
in which they can fasten roll-type, foil, 
batt and other types of insulation in 
place with Hotchkiss 96 tackers. They 
hold the insulation in place with one 
hand and tack it with the other. 


They work perfectly in confined spaces, 
(under eaves, etc.), where you can't 
swing a hammer. The magazine holds 
a strip of 70 shear point staples. 


FOR DIFFICULT 
CORNERS 





SCREENS 


Write for information on the Hotchkiss line 
of Tackers and Staplers 


THE E.H. Aotchteiss COMPANY 


~»oOoOR,rwat « ° c NNECTIHCUT 
“Ploneers in all thots best in stapling” 


10 





NEWS ad TRENDS 


jointly by the Bureau of Labor Sta- 
tistics and the Office of Domestic 
Commerce is $2.8 billion above the 
estimate made last November. Peak 
construction employment at that 


time was estimated at 2,150,000 
workers. 


DODGE REPORTS 


37 states report all-time high 
in dollar construction volume 


INVESTMENT commitments for 
construction in the 37 states east 
of the Rocky Mountains soared to 
$4,766,795,000 in the first half of 
this year to set an all-time dollar 
record for a first-half period. 

This was revealed with publi- 
cation by F. W. Dodge Corpora- 
tion, a fact-finding organization for 





(Revised 6/18/47) Bureau of the Census 


MONTHLY RETAIL TRADE REPCRT 


the construction industry, of tabu- 
lations of reports on projects for 
which contracts were awarded jp 
the first six months of this year, 

The previous record for a first. 
half period was $3,937,736,000 es. 
tablished in 1946. 


RESIDENTIAL AWARDS uP 

Contract volume in the first six 
months of this year was 36 per. 
cent higher than that reported for 
the corresponding period of 1947, 
The greatest gains were in non- 
residential building, which showed 
a rise of 60 percent. Residential 
awards were 24 percent higher than 
in the first half of last year while 
heavy engineering works showed a 
gain of 26 percent. 

As compared with the first half 
of last year, the gains in the Dodge 
corporation’s 15 reporting regions 
were 25 percent or more, except 
in New England, where the gain 


UUMBER-BUILDINIG MATERIALS DEALERS — JUIE 1948 


June 1948/6 mos.1948 


COMPARED WITH | COMPARED WITH | COMPARED 


August 14, 


Cities 


OMPAREO WITH] COMPARED WITH 
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‘Protect Your Reputation for Quality 
Right|Down The Line! 
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Oak Stair Treads & Risers 
Thresholds 
Glued-up Panels 


Arkansas Soft Pine 
Trim and Finish 
Flooring Siding 
Boards Dimension 


Bradley Pre-finished 
{Straight-line} 
Hardwood Flooring 


in 
Ory Beech Pecan 


Sales Representatives from Coast to Coast 


ADLEY LUMBER COMPANY 4 Arkansas 


WARREN, ARK AN S A S 
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This cutaway view shows 


why the IMPROVED 


ACME TWIN 


is the most efficient sash 




















balance ever designed 











1. 


Oil-impregnated 
Fibre Washer be- 
tween Cable Drum 
and Face Plate in- 
sures friction-free 
operation. 


















































Cable Drum 
fits snugly into 
Protective 
“Cup” 
















































































































































































Tension Governor 
maintains uniform 
spring action and 
balancing. 
























































Spring Hubs 
riveted at both 
ends assure TWO 
solid bearing 
points. 











Powerful Coil 
Springs provide 
Positive, effort- 

less window 

Opening. 
































Left: Acme 





Overhead Type 
» Sash Balance 



























Right: Acme Side 
Type Sash Balance 













ly 


See your jobber or write for prices 


ACM 


SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif. 






































































NEWS a«¢ TRENDS 


was 13 percent, Texas, with a gain 
of 18 percent, and southwestern 
Ohio and Kentucky where a de- 
cline of 4 percent was reported. 


BRICK OUTPUT 
First six months of ‘48 
11 percent ahead of '47 

PRODUCTION of brick and 
structural clay tile for the first six 
months of 1948 is running ahead of 
the record post-war production in 
1947. 

Roy A. Shipley, president of the 
Structural Clay Products Institute, 
said more than 2% billion brick 
equivalents have been produced in 
the first six months of this year, 
an 11 percent increase over the 
first six months of 1947. Struc- 
tural clay tile production, after a 
slow start due to unfavorable 
weather conditions, has now 
reached 622,000 tons, only 3 per- 
cent behind last year’s figure. 

The June 1948 brick output was 
510 million brick, an increase of 23 
percent over the same month last 
year and only a slight seasonal de- 
cline from the record post-war 
production of May, 1948. 


APPRENTICES 
132,114 is all-time high for 
construction trades apprentices 
THE number of apprentices em- 
ployed in the construction industry 
reached an all-time high of 132,114 
on July 1, an increase of 32,000 
over the number employed at the 
same time a year ago, according to 
the Bureau of Apprenticeship, U.S. 
Department of Labor. 
The July 1, 1948 total was com- 


piled from 6,959 reports from jj 
parts of the country but does no} 
represent complete coverage. 


California retained the lead with 
19,974 construction trades apprep. 
tices, followed by New York, 11,620, 
and Ohio, 9,578. The following tp. 
tals were on file for the seven major 
craft groups: woodworking trades, 
47,215; pipe trades, 20,756; elec. 
trical trades, 18,867; trowel trades, 
18,790; sheet metalworking trades, 
10,464; painting trades, 9,072. 
other building trades, 6,950. 


GRADING RULES 


New Southern Pine Rules 
effective in September 


NEW grading rules for Southern 
Pine lumber, effective in Septem- 
ber, are now available, A. S. Bois- 
fontaine, secretary-manager of the 
Southern Pine Inspection Bureau, 
announced. The rules will replace 
those which have been in effect 
since 1939. 


The rules now include for the 
first time a definition of random 
lengths, offering additional protec- 
tion to lumber buyers. Among the 
new provisions are grade and size 
standards for OG batts, bed slats 
and No. 3 lath. 

TWO-INCH DIMENSION 

The most important change in the 
1948 rules is in relation to two-inch 
dimension. Four grades of South- 
ern Pine dimension are provided: 
No. 1, No. 2, No. 3 and No. 4. The 
new No. 2 grade has to be medium 
grain (at least four rings to the 
inch) and requires smaller knots on 
the edges of the piece. The new 
grade of No. 3 dimension includes 
some lumber heretofore classified as 
No. 2, but prohibits much of the 








Apprentices in Eighteen Principal Crafts 


A breakdown of the number of apprentices employed in 18 of the 
principal crafts of the construction industry on June 1 and July 1 


follows: 


Bricklayer, including combination 


Tite-terrazzo WOPKEr ......cccccceee 
Plasterer, including combination ... 
I og wha cr aS eis y eicne Raced 
INN ool oe or a c's never Rist omen 
Or ee ree + 
Millman-cabinet worker ............ 


Painter 
Glazier 
ee 
Electrician 
Sheet metalworker ............. “* 


Lather 


I I ois ore aia lilny Gren waive eee 


es es 





SS eeenierennee 


I en a erp aN Le ta ial ace: ollie 


June 1 July 1 
(From 6,901 (From 6,959 
reports) reports) 

ane ta eator 11,189 11,965 
ee ae 702 657 
Bett ara tort ecs 4,304 4,255 
RE oye ae =e 1,094 1,127 
eer 786 786 
Sigh edie Slaracte 42,533 42,797 
We onan gee 4,486 4,418 
sichcirds se 7,590 7,625 
ere 1,417 1,447 
Brenig tee eeetek 18,074 17,786 
inet Mad aten OG 2,889 2,970 
seviateularetee ete 19,055 18,867 
bats acme 9,363 9,540 
Shah Cetera ted 968 924 
eee 1,183 1,101 
Oe ah eae 1,439 ; 1.469 
Rcavaeentdter siete 1,398 1,400 
aera 2,980 
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GREGG CABINET 63A 















































GREGG CABINET 74A 





Resi REPRODUCTIONS OF 


COLONIAL 
CORNER CABINETS 


Buitpi> 


from GREGG’S EXTENSIVE STOCK OF PACKAGED PRODUCTS 


Propucts MERCHANDISER 


Made of ponderosa pine, these cabinets are machined and sanded, 
front frame fully assembled with doors and sash correctly fitted to 
frame openings. All materials plus hardware are included. Gregg’s 
cabinets are so easy to assemble any person handy with tools can 
install one in little time. 


For further details, write to 


GREGG & SON, INC. Willvork Manufacturers, NASHUA, N. H. 


GREECE 


PRO Vi &.N M i Lh: W20;2) 5 




















THATS ‘T/ CHROMTRIM \S JUST THE THING FOR 
MY GLOOMY KITCHEN SHELVES --- I'LL 
SEND FOR CHROMTOIM “TRIM-IDEAS” RIGHT Away’ 













THERE'S THE DISPLAY— 

JUST WHERE CHEOMTRIM 

SAID IT WOULD BE AND 

SURE ENOUGH THE MOULDINGS 

ARE ALREADY CUT AND 
PACKAGED. 



















HOW COULD I MISS 
WITH THE NAME AND ~ 
USES OF BACH SHAPE ‘> 
MARKED RIGHT ON 
THE TUBE! 








(5) AN You HELP MEF I HELPED 
MYSELF TO CHROMTRIN FROM 
THAT WONDERFUL DISPLAY 
OVER THERE. BUT I DO 
NEED SOME LINOLEUM ANDeoe 
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RIGHT YOU ARE. 
CHROMTRIM RAADE THE 
CABINET LOOK LIKE ke) | 


A... AND SO EASY TO 00. 
WHAT DO YOU SAY WE 
MODERNIZE THE WHOLE 
KITCHEN WITH CAROMTRIM-2 
C/ 






























WV wer we 
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Yes, | want to be listed as a Chromtrim dealer and receive all the free promotional 
material along with my Chromtrim “8/60 Deal” at $59.50 ea. Dep’t AL-8 
| ee complete Chromtrim “8/60” deal(s) at $59.50 ea. 
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low-line quality previously allowed 
in No. 3. 

The new No. 3 dimension grade 
does not permit waste and def. 
nitely limits the size of allowable 
defects; it also allows much less 
scantness. It is expected that this 
grade will be used both in the ip. 
dustrial field and for the framing 
of small structures. No. 4 pro- 
vides for waste of not more than 
one-fourth the length of any piece 
and has a rather liberal allowance 
for scantness. 


FOREST FIRES 


Reports show sharp increase 
of man-caused blazes in ‘47 


A sharp increase in forest 
fires—90 percent of them man- 
caused — in the United States dur- 
ing 1947 as compared with 1946 is 
cited by the Forest Service, U. §. 
Department of Agriculture, as 
showing the need for intensified 
popular cooperation in the 1948 
forest fire prevention campaign, 
now under way. 

The number of last year’s forest 
fires, acreage burned and damage 
estimable in dollars is shown in 
a final compilation of statistics 
gathered by the agency’s field of- 
fices, 43 cooperating states, the Soil 
Conservation Service, the Depart- 
ment of Interior, and the Ternessee 
Valley Authority, just issued by the 
Forest Service. 


HEAVY MAINE LOSS 


The report showed that on all 
forest land, both that being given 
organized forest fire protection and 
that still without it, there were in 
1947 a total of 200,799 forest fires 
as compared with 172,278 the pre- 
vious year; the total area burned 
was 23,225,932 acres as compared 
to 20,691,393; and the amount of 
damage to timber stands, improve- 
ments and property was $55,207,646 
as against $32,694,113. Contribut- 
ing heavily to the 1947 damage 
estimate was the $12,558,075 forest 
fire toll taken by the Maine forest 
fires last October. In 1946 forest 
fire damage in Maine was estimated 
at $96,049. 

Forest Service experts attributed 
the 1947 increase in the number of 
fires to the fact that about 32 per- 
cent more persons — hunters, fish- 
ermen, campers,. hikers, sightseers 
and travelers — visited the forests 
last year than was the case in 1946. 
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So easy-it’s boring 


Division of Independent 





It’s as easy to sell Lockwood Bor-Loc® sets as it is 
to install them. And no other lock goes into a door 
easier. Two bored holes and a shallow recess do the 
trick. Contractors save on installation time. Home- 
owners get Finishing Hardware they’re proud to own. 

Bor-Loc comes in smart, matching designs for 
every door ‘in the house. Beverty is simple — 
entirely suited for Colonial or Cape Cod homes. 
BERMAC is more modern, with clean flowing lines 
that style it for tomorrow. 

The details of design and finish worked into this 
hardware proves Lockwood knows how to add 
charm and grace to every door — knows what builds 


sales for you. Prices are right — delivery quick. 


*T. M. Reg. U.S. Patent Office L-84 


HARDWARE MANUFACTURING CO. 


ING Propucts MERCHANDISER 


Lock Company © FITCHBURG, 


There’s a noticeable difference in the 
construction of Lockwood’s Tubular 
Latch that puts it ahead of the field. 
Faceplate (1), bolt (2), hub (3), and 
yoke (4) are all made from solid brass. 
Operating lever swings on a hardened 
steel pin. An ingenious coupling retracts 
the bolt at only an eighth-turn of the 
knob. Bath and Bedroom Bor-Loc sets 
have a locking lever under the inside 
knob. Wearability and security are 
built-in to last a lifetime. 





Bor-Loc exterior and interior sets are fully 
catalogued in Sweet's 1948 File for Builders. 


MASSACHUSETTS 








IMPROVED 
LIGHT 
FIXTURE 





\ i? 
This stronger, better and more 
beautiful fixture adds greater 

value to Grote's distinctive cab- 

inet construction. The brackets 

are gracefully and artistically 
designed to balance perfectly with the style 
of cabinet and mirror — heavily chromium , 

plated for long, lustrous beauty — double- = ate — 
attached to the cabinet so the lights cannot wired at the factory— 
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loosen or weave out of alignment. You never they give adequate 
have to chase shadows or work in flickering or pes 
light with these new fixtures. They are added ot Gitar Ges or te 


selling points that make sales—that guaran- expense of installation. 
tee thorough satisfaction to your customers. 


The GROTE 





MANUFACTURING CO., INC. 
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“Wonderfully Easy to Follow" 





To the Editor: We consider the treatise entitled 
“The Body Economic in a Free Society” a marvelous 
job of thinking and writing. We think that the ideas 
presented could easily be projected into a full-sized 
textbook on the economic aspects of the American way 
of life; yet, any such amplification of the allegory 
in words should be unnecessary since your treatment 
of the subject is so comprehensive, lucid, and won- 
derfully easy to follow. 


We would indeed appreciate your sending us at 
least six copies of reprints of this article for distribu- 
tion to those whom we think would be most interested. 
D. J. MURPHY, Waples-Painter Company, Gaines- 
ville, Tex. 


“Darrah's Letter Should Be MUST Reading" 


To the Editor: It is a pleasure to compliment Mr. 
Darrah on his straightforward, incisive letter. It is 
something that should have been said long ago by 
somebody, and this letter should be must reading for 
every southern manufacturer, large and small. Our 
territory is still largely a southern pine market, but 
fir is making considerable inroads at various places, 
and this movement could quite easily reach formidable 
proportions. 


We doubt seriously if any of the mills will pay 
any attention to Mr. Darrah’s letter, and take proper 
corrective measures. Inefficiency has never before 
in the history of our country flourished so long and 
so profitably. If the few thinking people in the in- 
dustry would do something about it, all of us might be 
saved the consequences of our only other alternative 
which is a disastrous depression which would wipe 
out a large segment of the industry with mortality 
highest among the marginal producers. Many peo- 
ple believe that only a major depression will restore 
sanity and integrity to the industry. 


We assume that the $30 differential mentioned has 
reference to finish grades as the differential in our 
territory on dimension is only about $4.00 per 
thousand higher on fir than on good big mill yellow 
pine, and about $20 per thousand on the more reliable 
small mill yellow pine. (While we are on this subject 
we think it is worth while to challenge the Southern 
Pine Association to write grading rules that are more 
in keeping with the way quality yellow pine is shipped. 
Can you imagine a lumber dealer being satisfied with 
“C” finish containing along with other defects tw0 
medium knots, or B&Better flooring containing two 
knots over 1%” in size, or 2x12’s' containing knots In 
the center 4” wide, or B&Better drop-siding contain- 
ing two knots between 14” and 34” in size? This 15 
just to name a few examples—the grading rule book 
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THESE ADS ARE SELLING 
YOUR CUSTOMERS 
ON REVERE HOME FLASHING! 






























100,000 


builders and contractors see ads 
like these each month in Practical 
Builder and American Builder. 
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The package itself makes Sh a 
a sales-getting display! Fi» 
Other display pieces and [™ 


sales helps available. 
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3,950,000 
Saturday Evening Post readers are 


being told about Revere Home 
Flashing through ads like these. 
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GOOD PROFITS FOR YOU! 


Your customers will soon be asking you 
about Revere Home Flashing—the new, 
packaged copper flashing system that is low 
in cost, yet high in quality. Are you ready 
now to tell them ... and sell them? Use the 
coupon below to get full information on 
Ow you can make good profits from this 
fast-selling building product for which 
every small-house builder and every small- 
ome owner is a prospect. Fill in and mail 
the coupon now! 


REVERE 


COPPER & BRASS INCORPORATED 


(Pee Fee RARE OER) PAS FE AE RS A A SS SE NR RT LS SMa RY te 


Revere Copper and Brass Incorporated 
230 Park Avenue, New York 17, New York 


Please send me a copy of ‘““New Profits for You’’—which gives 
detailed information about the Revere Home Flashing System 
and where to sell it. Also send full details on prices, discounts 
and sales helps. 





REIN 5a) biegia a @dieiwiate B1Se Ow ONS Ware ae HAO e OI ODOE REE 


Founded by Paul Revere in 1801 EE: .. cccvneeeceeasebsemeanlaieied eereeee eeeeeeee 
230 Park Avenue, New York 17, N.Y. ‘ 
a — oe City oeeeeeeee iva ieiicdairchin hs lave asa eutinveeelelar cee ee eevee State eoeeeevee 


Mills: Baltimore, Md.; Chicago, Ill.; Detroit, Mich.; 
New Bedford, Mass.; Rome, N. Y. 


ces in Principal Cities, Distributors Everywhere 


I am a (please check which) dealer []......distributor [J 


Sales Off; 


ee 
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SLAYMAKER 
MORTISE LATCH SET 
NO. 202 

























Escutcheon Plates—Wrought brass. 
4xlh%"' 

Front— Wrought brass, 34% x '4_"" 

Knob— Wrought brass, 13%4'" diameter, 
projection 2“ 

Lever Handle—Cast brass, 2’’, pro- 
jection 144°" 

Locking Knob—Cast brass; positive 
action. 

Interior Bolt, Locking Arm and Hubs 
—Extruded brass. 

Case— Wrought steel, 2 x 1% x 2"’ 

Packed—One set in a box, with screws, 

Backset—1%'' reversible. Fits doors 
% to 15%" thick. 

Weight—12 Ibs. per dozen. 


No. 202K 


Same as 202 but with key-locking 
mechanism and two corrugated 
steel keys each. 








































SLAYMAKER NO. 2003 RIM LATCH SET 




















NO. 2003 

















Cast brass case and lever handle with wrought brass escut- 
cheon and knob. Reversible bolts. For use on screen and 
storm doors, either in-swinging or out-swinging. 




















Case—2¥4 x 2%"’ 

Knob—1%4"' diameter, 134"’ pro- 
jection. Lever Handle—2"’ long, 1%4"’ 

Packed—] set in box with screws. projection. 


Escutcheon—154"’ diameter. 
































Weight—9'/2 Ibs. per doz. with screws. 











Write for Catalog No. 374 which illustrates and 
describes the Slaymaker line of quality: 








DOOR STOPS + KNOCKERS « LETTER PLATES + ELECTRIC BELL 
PLATES « CHAIN FASTENERS + BRASS BUTTS « SASH LIFTS « SASH 
LOCKS + PULLS & HANDLES « KNOBS « CUPBOARD CATCHES + 
BARREL BOLTS « STAIR RAIL BRACKETS » GARMENT HOOKS « HASPS 




































































LETTERS 


is loaded with other rules just as foreign to the way 
good lumber is shipped.) 


This letter is already too long, and we would like 
for you to publish it, so we will not give rebuttal for 
the yellow pine manufacturer against fir, but we 
might say briefly that green fir is not desirable either 
but since it does not get crooked it is preferable in 
2x4’s. Fir lacks the tensile strength of yellow pine 
and a retailer cannot get the variety of items in a 
car of fir that he can in yellow pine, and it is par- 
ticularly hard to get any quantity of C&Better fir. 


We can say in favor of the yellow pine manufac- 
turer that during and after the war he took better 
care of his former customers than the fir mills did, 
Proof of this fact is that most of the yellow pine 
being shipped into our territory now is coming from 
the same manufacturers who shipped here for many 
years before the war. In contrast, there are only a 
handful of fir mills shipping into this territory now 
who shipped here before the war. If this territory 
had depended on fir during the war, particularly dur- 
ing 1942 through 1944, none of us either wholesale 
or retail could have remained in business, so let us 
have no illusions that the fir-manufacturer has any- 
one’s interest at heart other than his own. We shipped 
fir before the war but other than timbers we got dry 
fir. 


If the yellow pine mills make their lumber right 
they can reclaim their markets as the inherent quality 
of the yellow pine being cut today is no better and no 
worse than that of 10 years ago. It has been almost 
impossible for the past 15 years to get yellow pine 
2x4’s that were both dry and straight, but the better 
class of shippers did load 2x4’s that could be used 
with only 5% to 10% cullage. (Cullage on yellow 
pine 2x4’s today is running close to 20% and that is 
why retailers are switching to fir.) 

If the yellow pine mills will pay some attention 
to Mr. Darrah’s letter . . . they can help the lumber 
industry and themselves immeasurably.—H. B. 
CLARKE, H. B. Clarke Lumber Company, Muncie, Ind. 
TRAVERSE CITY 


This letter follows one addressed to Southern 
Pine manufacturers by Robert F. Darrah, sec- 
retary-manager, Southern Wholesale Lumber 
Association. In his letter (see AL&BPM, page 
42, July 3), Mr. Darrah blamed poor grading, 
among other factors, for weakening of the 
Southern Pine market.—The Editors. 


Management, Sales Articles to Be Reprinted 


To the Editor: During 1947 you ran a series of 
management and sales articles for the retail lumber 
industry. I understand that these two series are now 
available in book form. If this is so please let me 
know how to obtain them. D. K. CABLE, Alert Lum- 
ber Co., Bell, Calif. 


These articles will be incorporated in a book, 
“Creative Selling to Building Products Con- 
sumers,” which will be available September 1. 
Single copies will sell for $1.50; quantity lots 
will be cheaper. The National Retail Lumber 
Dealers Association has ordered 1,000 of these 
books to be used in their 30-day training 
courses—The Editors. 


Yy 
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WASHINGTON 


TWO HAZARDS continue to rumple up the pros- 
pects of business; (a) fear of foreign war and (b) 
the uncertain course of domestic prices. Don't get 
panicky about them; but don't let them get behind 
you, either. These two risks are, of course, related. 
Sending goods to strengthen our friends in western 
Europe, in the hope of checkmating a foreign fracas, 
produces domestic shortages and higher prices. 


WAR SCARES are sharp right now; which helps 
to account for the jig-jag of industrial stocks. No 
sound basis for predictions; since Uncle Sam will 
not start a shooting war, and no one this side the 
iron curtain knows what's in the Muscovite mind. 
Chances are against shooting; at least now. There's 
a military theory that whoever starts a global war 
will lose it. Apparently Russia shares this belief. 
Not complete reassurance; but there it is. 


INFLATION still is on the prod and will carry into 
next year. This depends, of course, on the interna- 
tional stuff; for if a war gets going you'll see con- 
trols skammed on that'll make the Hitler-war regu- 
lations look like a sand-lot team warming up for the 
Third Ward Sunday school championship. But, if 
there isn't a war, don't expect prices in general to 
reach the top of the hill before 1949. 


THE BOOM: It still roars along for about three- 
quarters of industrial production. One-sixth, or a 
little more, holds even; with supply breathing down 
the neck of demand. The remaining one-tenth, or 
whatever it is, yearns for customers and contem- 
plates a fire sale. The housing market is about as 
usual; although in the East the demand for resi- 
dence units isn't quite as urgent as it was. Rental 
jobs are still right scarce. 


RESIDENTIAL CONSTRUCTION, measured in dol- 
lars, is expected to be one-third larger than the ‘47 
ligure. Every kind of privately financed construc- 
tion, with the exception of industrial building, will 
exceed the ‘47 marks. Commercial building is ex- 
pected to go 65 percent above last year. Every 
Classification of public construction is up; with the 
total estimated at 35 percent above 1947. 


PUBLIC HOUSING: Congressional reluctance 
about monkeying with long-range public housing 
was not “sheer politics; nor was it due wholly to 
abstract social and economic theories. The con- 
struction industry is at or near its maximum produc- 
tion capacity; in materials, labor, transportation and 
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financing. A further demand” in the form of public 
housing, thrown into the market, might produce 
higher prices but hardly more housing units. 


CONSTRUCTION COSTS, according to the De- 
partments of Commerce and of Labor, will run ten 
or fifteen percent higher than a year ago. The esti- 
mated number of privately financed housing units 
for the year has been reduced; is now set at about 
950,000, as against the earlier guess of 975,000 to 
a million. Last year, 846,600 privately financed new 
homes were constructed. Or in that neighborhood. 


COST INCREASES in housing units are divided, 
by rough guess, about equally as between mate- 
rials and labor. Naturally it varies from area to 
area. But it’s figured now that the residences put 
up this year will cost the builders well over a bil- 
lion dollars more to erect than was originally esti- 
mated. Increased steel prices and the outlawing 
of basing-point shipments of cement may well add 
to these costs. 


PRICE CONTROLS were downright repellent to 
Congress; also to a lot of other people. Walter 
Lippman has pointed out that curbing a boom is 
generally painful; since deinflation (that coy word) 
means higher taxes, lower wages, narrowed profits, 
unemployment and reduced government services, 
including such items as Social Security benefits. 


These are not happy impacts; not to those who get 
hit. 


COST OF LIVING however, is giving Aunt Carrie 
shooting pains again. Since 1939 the c. of 1. has 
advanced by more than 70 percent; food by 125 
percent; and meats by about 160 percent. A Con- 
gressman’s life, it ain't a ‘appy one. Uncle George, 
down in his lumber yard, has opinions of price 
control that can't be printed. But Aunt Carrie, after 
checking a grocery bill, is winding up for a sidearm 
pitch with a November ballot. Oh me, oh my! 


CAMPAIGN ISSUE: Whether or not they should 
be, prices are going to be fightin’ words from now 
until November. Buying power still has some stretch 
in it; and wholesale prices when socked by the 
third round of wage increases will ooze up five or 
ten percent more. Construction costs will bounce 
maybe as much as 15 percent. Food will come 
down slightly. But don't expect the price issue to 
be met squarely until after the election. 


55 
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Every house different, but all have glass block! Bassett Park (Flint, 
Michigan) housing development, recently completed by Gerholz 
Community Homes, features extensive use of glass block. All 601 
homes in Bassett Park have glass block panels! 


Robert Gerholz, President of Gerholz Community Homes, Flint, 
Michigan. With the Bassett Park project completed, Mr. Gerholz is 
currently developing Mott Park, another Flint subdivision. There are s 
270 homes planned or under construction. All will use glass block! 


Builds 871 post-war homes... 
and all feature glass block daylighting: 


geese Glass Block helps sell houses. Many cus- plus functional utility they get in Insulux Glass 
tomers expect it in a new home. Block. Strong, durable and attractive, it transmits 
daylight with privacy and provides good insulation. 
Insulux is available in a variety of face patterns 
and three standard sizes. It is easily installed, alone 
or in combination with inserts. 


Those are the findings of Robert Gerholz, noted 
Flint, Michigan builder. And Mr. Gerholz backs 
up his findings. In two developments, Bassett Park 
and Mott Park, he has used glass block paneling 
in each and every home. His 871 houses feature 
it extensively. 


Clip coupon and mail today for informative booklet 
on residential applications for Insulux. It may pay 
you to learn more about this profitable building 
Customers like the combination of decorative value material, 
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The President has seen fit to call Congress into an 
extra session to legislate more restrictions on the 
freedom of Americans. 


He demands a solution of the problems of inflation, 
housing, education, civil rights, social security, etc. 
by legislative action. 


His naive inconsistencies in asking for curbs on 
inflation while advocating minimum wages, increased 
pay to federal employees, expansion of social security 
funds and enormous subsidies in the areas of housing, 
education, power projects, etc. are too obvious to 
need discussion. 


He has apparently overlooked that there is just 
one practical answer to most of our internal troubles, 
i.e., increased human productivity. No Congress— 
nor the Politburo for that matter—can legislate that! 


Increased productivity of the millions in the con- 
struction industry will solve the housing problem; 
increased productivity of those seeking more social 
security will provide the only realistic basis for eco- 
nomic security; increased productivity of all thinking 
workers and working thinkers will reverse the infla- 
tionary trend and increase real wages. 


Increased productivity by local and state author- 
ities and educators will solve our educational needs. 


And more productive thinking, planning and action 
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LET'S STOP KIDDING OURSELVES 


Increased Productivity—not more laws is our real need. 


in the area of human relations by all concerned will 


bring more civil liberties than can ever be legislated. 


Let’s set up a road block against more laws which 
curb and restrict human initiative and enterprise. 


The cement and mortar of that road block will be 
more voluntary initiative and enterprise by all of us, 
more self-discipline and a greater personal produc- 
tivity by every man-jack of us within the scope of our 
individual activities and opportunities in whatever 
category they may be. 


Seeking a legislative or governmental cure for 
economic troubles—not religion—is the real opiate of 
free peoples. 


Every true American in every party and in every 
walk of life should recognize this fundamental truth. 
Each of us should accept and act upon our obligation 
to turn in a progressively better performance both 
quantitatively and qualitatively. 


There is no other way out. 






EDITOR 















Customer Service --Trained 
Je Platform Of Successful 


Youthful Master Merchant A. Jack Huddleston 
believes dealers should give service “until 
it hurts’; his completely departmentalized 


store displays every 


ERVICE TO CUSTOMERS 
comes first—sales and profits 
follow directly. 

That is the basic philosophy of 
Master Merchant A. Jack Huddle- 
ston in formulating the merchan- 
dising policies of the Lakeside 
Lumber Co., Oswego, Ore. 

The Lakeside Lumber Co., lo- 
cated on the outskirts of Portland 
in a rapidly growing residential 
area for middle-to-higher income 
residents, is a youthful company 
(Est. 1939) headed by a youthful, 
aggressive executive. 

Probably the first impression of 
the visitor entering the Lakeside 
store is the pleasant shopping at- 
mosphere accentuated by the in- 
viting displays, brilliant lighting 
and interesting floor and wall 
treatments, plus the cordiality of 
the salesmen. 


TRAINED PERSONNEL 
JACK HUDDLESTON believes that 


personnel is the foundation of 
public relations. He is a member 
of the Chamber of Commerce and 
his social contacts through his 
hobbies of flying, fishing and golf- 
ing have kept him active. He and 


major item effectively 


members of his organization are 
active members of such organiza- 
tions as Lions, Kiwanis and other 
civic and service organizations. 

Willingness to learn, Huddles- 
ton is convinced, is the important 
requisite of any salesman; that is 
why several of his men have at- 
tended the 30-day short courses 
sponsored by the Western Retail 
Lumber Dealers Association, sup- 
plementing this schooling with 
practical on-the-job training. This 
training is supplemented again by 
frequent sales meetings. 

In return for their contribution, 
Lakeside Lumber Co. offers de- 
cided inducements to the salesman 
who can really produce. Building 
material personnel receive 3 per- 
cent of gross sales above $20,000 
per month; appliance salesmen re- 
ceive 3 percent commission. Em- 
ployes on a weekly or monthly 
compensation schedule receive bet- 
ter than ordinary wages. 


Huddleston is the leader in gen- 
eral industry programs in his area. 
He is also active in the rather fre- 
quent meetings attended by deal- 
ers, realtors, bankers, contractors 
and subcontractors. 





A. JACK HUDDLESTON 


Huddleston intends to practice 
what he preaches. His advice to a 
young man interested in entering 
the business today is this: 

“Keep your investment small, 
also your organization until you 
can determine your market and 
policies. Make calls and give serv- 
ice until it hurts. Watch your in- 
ventory and accounts receivable. 
Keep your store clean, well-ar- 
ranged and modern without being 
elaborate. Display everything pos- 
sible.” 


COMPLETELY DEPARTMENTALIZED 


HEEDING his own advice, the in- 
terior of the Lakeside Lumber Co. 
is modern without being preten- 
tious. The store is completely de- 
partmentalized; a traffic study has 
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ONE-MAN cabinet shop, left, is run at a profit, turns out a variety of items. Heating-appliance 
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section, right, is located near an attractive island. 
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d | Personnel-- Good Public Relations 


Washingtou State Ketacler 


STORE is located in growing residential 
area just outside Portland. 


PLATE GLASS windows open _ entire 
store to the street. 


been made with the idea of plac- 
ing products where they will pro- 
duce the most sales. Displays are 
movable, affording almost an in- 
finite variety in presenting both 
new and old products effectively. 
Lakeside Lumber Co. sales are 
departmentalized as follows: lum- 
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ber, shingles, lath, millwork, wall- 
boards, roofing, moldings, hard- 
ware, paint, nails, masonry, hard- 
woods, sheetmetal appliances and 
rentals. 

To build sales of these products 
into an overall volume of $310,000 
annually, Huddleston has de- 







FORK LIFT truck, left, is kept busy handling palletized loads. Overall interior view, right, 


indicates wide variety of merchandise. 


\ 





MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 

One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas end inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, ‘but 2 sufficiently large number of 
them meet the exacting requirements so thet it will tebe 
many months to cover them all. 
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pended on the previously men- 
tioned trained sales force and a 
planned advertising program. The 
annual advertising budget is ap- 
proximately $2,000. This is spent 
for direct mail pieces, newspapers 
and radio programs. Products and 
prices are given priority, although 






















































































NEAT order counter and planning department. 


























the last fiscal year. 

































































Lumber ....... $100,000 
Wallboards .__.. 30,000 
Appliances 70,000 
Masonry ........ 21,000 
Millwork ......... 25,000 
Roofing ........... 7,500 
Hardwoods .___.. 400 
Hardware $17,000 




















Sales Breakdown of Lakeside Lumber Co. 


Since the store is completely departmentalized, it is easier to keep 
close track of inventory and sales. Following is a tabulation of sales for 


Mouldings ........ 11,000 
Paint .__.. _... 13,000 
Shingles .. i 8,000 
Nails .._.. ..... 4,000 
Sheetmetal _......__ 2,000 
Rentals ....... 700 
ore ena “ 1,000 














institutional copy is run _ occa- 
sionally. Ads are partly prepared 
by Lakeside with outside assist- 
ance from mats and stuffers and 
syndicated material through the 
association. Direct outside calls 
























































give the advertising program 
plenty of personal support. The 
company’s policy is to carry a com- 
plete line of all major products, 
although a close watch is kept to 
avoid dead inventory. 
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RECORD department, left, is an unusual traffic builder for a lumber store. Open shelf paint 
section, right, also discloses many companion products. 
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CONTRACTORS BIGGEST CUSTOMERS 


FIFTY percent of the company’s 
sales are to contractors and opera- 
tive builders; urban consumers 
and farmers are each responsible 
for about 25 percent of sales. 
Huddleston promotes a_ limited 
amount of package selling, special- 
izing in roofing, remodeling, kit- 
chen and bathroom jobs. This pro- 
gram will be stepped up as condi- 
tions warrant. The firm works 
closely with contractors in pro- 
moting new home sales, using 
plans, direct mail and newspaper 
advertising to increase and sat- 
isfy consumer demand. 


The company maintains a fully- 
equipped one-man machine shop 
for the fabrication of special cab- 
inets, radio built-ins, frames and 
custom work. It is equipped with 
a shaper, joiner, drill press, band, 
table and radial arm saws and 
miscellaneous hand drills. 


Handling is facilitated in the 
yard by a fork lift truck. Two flat- 
bed trucks are used for deliveries. 
The major part of the company’s 
business comes from within a five- 
mile radius. 


Since these pictures were taken, 
the modern interior layout has 
been sharpened up by the addition 
of suspended department signs 
with cutout letters arranged in 
height and position so all of them 
are visible as the customer enters 
the store. 


Ownership of the Lakeside Lum- 
ber Co. is in the hands of A. F. 
Coats, Tillamook and A. B. Hud- 
dleston, Portland, and, of course, 
A. Jack Huddleston. 
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MOVIE STAR Elizabeth Taylor has been 

inducted into Hoo-Hoo. She will be 

known as “Miss Hoo-Hoo Kitten for 
1948.” 


éPFHAVE NOTICED recent ac- 

tivities in reorganizing the 
International Concatenated Order 
of Hoo-Hoo and as one of the mem- 
bers who joined somewhere back 
in 1909 or 1910 I am anxious to 
know what it takes to be rein- 
stated.” 

The above is an excerpt from a 
letter culled from dozens in a 
similar vein received at Hoo-Hoo 
headquarters the past year. They 
are indicative of the renewed ac- 
tivity in Hoo-Hoo. The revival of 
the past two years makes a grand 
story, reflecting as it does the spir- 
itual awakening of the lumber in- 
dustry. 

Facts and figures may prove our 
point, but they do not give the 
underlying and motivating forces 
at work. 

For five years, Hoo-Hoo carried 
on under the leadership of Don S. 
Montgomery, 30285, now Past 
Snark, Rameses 39, and more than 
held its own during the war years. 
In fact, it showed consistent, if not 
spectacular increases. This healthy 
development served as a foundation 
for the two years which marked the 
return to normalcy. 


SABERSON NAMED SNARK 


IN THE fall of 1946, at the 
Washington, D. C. convention, the 
leadership passed to Supreme 
Snark Ray E. Saberson, 12075. The 
hew Snark tackled his assignment 
with enthusiasm. He found the an- 
Swer to “Why Hoo-Hoo?” As a 
result, he added 1,000 new mem- 
bers in his first year in office, and 
was drafted for a second term. 


__ 


*Seeretary, International Concatenated 
Order of Hoo-Hoo 
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00-Aa0 Prepares 
FOR 57th CONVENTION 


Hundreds of new members added to fraternal order 
in 1948; progress under Snark Saberson, 12075, 
cited; Los Angeles is host for September get-together. 


By B. F. SPRINGER 34265, Rameses 37* 


SIXTY-TWO CONCATENATIONS were held during this past year. Six thousand 


members are now listed on the Black Cat roster. 





its inception, Jan. 21, 1892 
Paid memberships 
Concatenations held during year 
Life Members—addresses known 


Honorary life members—new 
Clubs and organized groups 





Total number enrolled in Hoo-Hoo since 


Honorary Members—addresses known 7 


*The figures for 1948 will show further additions by Sept. 9. 


1948 to 1947 
July 15* = Sept. 9 
50,490 48,623 

4,031 

33 
21 


4 
26 








Next Sept. 9, the traditional Hoo- 
Hoo Day, marks the closing of this 
Hoo-Hoo Year, a year marked by 
increases in membership, in meet- 
ings held and in groups organized 
—and above all a real revival in 
interest in Hoo-Hoo throughout the 
industry. 

The comparative figures shown 
in the box on this page attest to 
this activity. 

Early in the year 1947-48 follow- 
ing his re-election, Snark Saberson 
called a meeting of the newly 
elected Supreme Nine. The nine 
men heading the nine Jurisdictions 
of Hoo-Hoo répresent every section 
of the country and Canada. With 
100 percent attendance at a two- 
day working session, a planned pro- 
gram was developed, using Hoo- 


Hoo purposes and objectives as ex- 
pressed in its ritual and in its 
code of ethics. 


INITIATIONS STREAMLINED 


WITH the assurance that the 
sacred and treasured ritual would 
be retained and be available for 
organized clubs with trained de- 
gree teams, the governing body 
adopted two streamlined forms, 
namely a shortened ritualistic 
form and a short form of in- 
duction, the latter to be used 
when lengthy, more formal initia- 
tions are impractical. This program 
received the whole-hearted approv- 
al and active support of local offi- 
cers everywhere. 

As a result, activities and growth 

(Continued on Page 106) 
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Put Your Outside Display 
Area to Work 


O you have a big area that is going to waste out- 

side your store? Maybe it’s in front of your 

store on the sidewalk or alongside your parking space, 
Why not put it to work? 

Pictures on these pages show how three retail deal- 
ers are using their outside display area to build sales 
for seasonal goods. 

Motorists and pedestrians alike are stopped by eye- 
catching sales items. The nature of your free area 
will naturally determine the extent and type of items 
—lawnmowers, lawn furniture, unfinished furniture, 
children’s playground equipment and sporting goods— 
that can be shown to the best advantage. 

Outside displays should be supplemented by ad- 
vertising—newspaper, direct mail and radio. Items 
should be clearly price-tagged. 


This is particularly true of products outside the 


Comfe 
ished- 
Paint 

bright 








yard and lawn department. Garage doors, dog houses, S 
brooder houses, portable hog houses—every one of _ 
these can be displayed prominently outdoors. The price 
tag on these structures should be visible from the 
street, preferably with a monthly payment breakdown. CHICA 
If the material to build these portable structures area ad 
is available precut, that fact should be advertised. = 
: : ; as effec 
CUSTOMERS ENTERING Recehech athe P How three dealers advertise their outside wares compat 
:USTO! S El orabachers’, a building products +o: : . inted 
store at Whitmore Lake, Mich., can’t help seeing the diversified through ag oti advertising and actual displays is ar ye 
equipment to keep their lawns looking neat. shown in these pages. in at r 






WIDE EXPANSE in front of the beautiful store operated by 
C. C. Collins and Son, Inc., Madison, Wis., affords an excellent 
display area. 


Seas on 
eC .-CCOLLINS 
& SOM & 
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Comfortable LAWN FURNITURE 
for your SUMMER PLEASURES! 


Only Four Left! 
Garden Benches 


Made from kiln dried pine 
lumber. 


aa ONE OF WISCONSIN’S enterprising merchan- 
ONLY... disers, Bob Ebenreiter, Sheboygan, gives his lawn 
furniture a big play. Note the Ebenreiter motif, 


$ 50 : \ \es PS! § “On the Job Again.” 
Ea. ns . “ai i%% - j 
alanis iit itil \ N =) Folding 
Sturdy “Pick-me-up and " 
cony-sen-along” type ' . i ie 7 I’ z PICNIC TABLES 


§ a ef = Fat eS 3 i Seats 4 grown-ups, folds 
b .: ORS co ee owes si into neat carrying case — 
eee EA 14"x31"x414" Stows away 


in trunk of your car! 
pod agg gah os Weighs only 31 pounds! 

pertly built. Finished in EVER 
white enamel with red, 


green, or white seats. POPULAR 


7 || ze 70% || 24" 
BENREITER 
ae” 
































Lumber Co. 


E@IE AVENUE DIiAL 3657 


CHICAGO’S NEW Hill-Behan store has an extended display 
area adjacent to a heavily traveled street. As indicated in these 
pictures, the outside display area has been departmentalized 
as effectively as the store itself. Trellises are arranged for easy 
comparison; children’s furniture is in one area, lawn and un- 
painted furniture in another and playground equipment in a 
third section. Incidentally, none of these displays is brought 
in at night with the exception of mechanical equipment, like 
lawnmowers, that might rust. 


— 
BurLp1InG Propucts MERCHANDISER 
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What leaders of industry are saying about 


By DONALD D. CONN 


Executive Vice President, Transpor- 
tation Association of America, be- 
fore the Vermont Bankers Association 


“Nationalization of transporta- 
tion is the foremost domestic issue 
before the people of the country. 
Government ownership is inevitable 
under the present national policies 
and outmoded Federal regulation. 

“It is time the leaders of agri- 
culture, industry and finance as- 
sume the responsibility for solving 
the nation’s transportation prob- 
lem, or risking the collapse of pri- 
vate ownership and the resultant 
regimentation of all basic indus- 
try.” 


By J. F. LINCOLN 


President of the Lincoln Electric Com- 
any, Cleveland, Ohio, before the 
Joint Committee on Labor-Manage- 
ment Relations 


“All can agree that the universal 
desire is to increase wages to the 
worker, decrease prices with in- 
creased quality to the consumer and 
provide a continuous and assured 
profit to the stockholder. These are 
the proper ends to strive for in 
industry and are the proved re- 
sults of incentive management. . . 
In spite of having been kept in 
court for the past six years by the 
Treasury Department, we still be- 
lieve that the advantages gained 
are universally held to bea much 
desired advance in industrial oper- 
ation. .. 


“The one fundamental difficulty 
with the present almost universal 
approach to labor-management rela- 
tions is the fact that labor is paid 
on the wrong basis. Wages gen- 


erally are paid for the presence of 
the worker in the plant instead of 
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management, responsibilities, our way of life. 


paying for the work that he. does. 
This is obviously a mistake that it 
seems childish to mention it. . .” 


By L. ROHE WALTER 
Director of Public Relations, the 
Flintkote Company, before the Waco, 
Tex. Chamber of Commerce 


Selling the American Way 
of Life 


“Why does management willingly 
spend large sums of money for 
product advertising copy, radio and 
market research and devote so little 
time and money to find out what 
appeals to their people, what they 
are confused about, and where 
they are misinformed? 

“Why is it that the really only 
dangerous weakness of the best eco- 
nomic system so far developed is 
the system’s inability to explain it- 
self? Why are we suddenly realiz- 
ing that we must ‘cultivate the 
science of human relationships’ if 
we are to make the free enterprise 
system click? 

“The essential problem of gov- 
ernment is to police men’s activi- 
ties so that wrong may not be done 
and justice may prevail. The poli- 
ticians and radicals and pseudo 
economists overlook this. Instead 
of seeking to reduce and prevent 
injustice between citizens they 
blindly attack a system of produc- 
tion and distribution that by its 
results, as shown in our standard 
of living, is the best so far devised. 

“. . . Actually, then, all indus- 
try — every business — large or 
small, yours and mine — faces the 
common problem of publicising the 
American way of doing things; of 
interpreting in simple terms the 
spirit that has made our nation 
great; of presenting the box score 
... of telling ‘The World’s Greatest 
Success Story.’ ” 
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By EARL F. BOYLE 


Johns-Manville Corp. 
before National Plywood Distributors 
Association 


The Value of Jobber Distribution 


“|. . Effective distribution is 
not only the dominant phase of 
industry; it is at one time both its 
strength and its weakness. If pro 
duction is interrupted, the restora- 
tion of normal operations is gener- 
ally rapid; if distribution falters, 
profits vanish and the cure is nearly 
always long and costly.” 


By General Brehon Somervell 


President, Koppers Company, Inc., 
Pittsburgh, before Management Con- 
ference, New York 


Organizational Controls in 
Industry 


“It is generally accepted, I be- 
lieve, that the means ‘of control 
available to the executive, in addi- 
tion to organization, include both 
long range and day to day plan- 
ning, the establishment of policies 
and procedures to cover the opera- 
tions of the company and its sub- 
divisions, and the submission of 
periodic and special reports, in- 
cluding statistics, on operations. 

hh aeee Once personnel have been 
assigned and funds made available, 
the executive, through careful 
training and orientation of his per- 
sonnel, can guide their actions 
along the lines contemplated by ob- 
jectives and programs. Both he 
and his staff can secure further 
control over operations through in- 
spections of the work in progress 
and conferences with those charged 
with the execution of the work. 
Lastly, the executive by reserving 
to himself personal approval of 
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specific action in certain fields or 
ynder certain conditions, can con- 
trol effectively the course of his 
subordinates.” 


General Somervell explains the 
Control Section which he recom- 
mends for companies as follows: 

“In short, the Control Section is 
designed to control not what the 
company does ‘but the way it does 
it. It is the eyes and ears for the 
chief executive of the company or 
an operating division with respect 
to everything that has to do with 
the way in which the work of the 
company is performed. Many men 
who were members of the Control 
Division of the Army Service 
Forces are now doing similar work 
in the industrial organizations or 
in the companies designed to give 
expert advice on management prob- 
lems to companies without the ben- 
efit of such a unit within their own 
organization. I must say that in 
my own company the idea was re- 
ceived with a great deal of skep- 
ticism and perhaps with a certain 
amount of resentment. This feel- 
ing has disappeared, as is proven 
by the cordiality with which the 
members of the Control Section 
are now received everywhere 
throughout the organization, the 
fact that their advice and counsel 
is sought, and that the head of the 
Control Section is highly regarded 
by the heads of all Operating Divi- 
sions and Staff Departments.” 


General Somervell made the fol- 
lowing interesting answer to the 
question put to him in regard to 


more stringent controls over per- 
sonnel. 


The question: “If administrative 
controls and measurement of re- 
sults should be imposed on sub- 
ordinates without a provision for 
financial rewards or penalties?” 


Somervell’s answer : “There seems 
to have developed a feeling that 
the adoption of administration con- 
trols such as programs, progress 
reports, etc., must be accompanied 
by financial incentives or awards as 
4means of sugar coating this bitter 
pill. It would be well to remember 
that normal efficiency and attention 
‘0 the job still are to be expected 
iM return for a fair base salary. 
Incentives and rewards are in- 
tended to compensate for perform- 
ance beyond normal expectancy, 
and in return, to produce such per- 
formance. My answer, therefore, 
1s that controls and measurements 
may be adopted fairly without a 
system of rewards and penalties.” 
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Industry's supersalesman is now 
equipped with up-to-the-minute ideas. 








Bill Ding--The Retailer’s 
Friendly Helper 


@ 
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IS HEAD crammed with mod- 
ern sales talks and the latest 
merchandising wrinkles, Bill Ding 
is back at work again to help build- 
ing material dealers everywhere do 
a better job selling their goods. 

For the past 25 years Bill has 
been known to most lumbermen and 
a big segment of the public as a 
friendly contact man between the 
dealer in home building products 
and his customers. His antics are 
remembered by all who have met 
him. 

Ding was born in the brain of a 
veteran lumberman, W. W. Wood, 
of the W. D. ‘Wood Lumber com- 
pany of Birmingham, Ala., back in 
1923. 

Wood conceived and developed 
Bill Ding to publicize his own com- 
pany, but his appeal was so general 
that Wood soon found it necessary 
to make his services available to all 
dealers. He did this by forming 
the Progressive Merchants Bureau 
of New York. Through this organ- 
ization Ding not only made a name 
for himself but became a lively 
character in the industry. He edged 
his way into the public’s fancy and 
became the local dealer’s trade- 
mark. 


For 10 years following his first 
appearance Bill made many pages 
of copy in the trade press, which re- 
ported the varied ways he attracted 
customers for his lumber dealer 
friends. Old files of the American 
Lumberman disclose many of these 
stories. Back in the March 22, 
1924 issue, for instance, Bill Ding 
was the subject of an interesting 
item telling how the Scott Lumber 
company of Wheeling, W. Va., did 
an effective job using Ding in the 
local newspaper as the basis for a 
prize contest for the younger read- 
ers of the paper. 

When the buyer’s market started 


to show on the horizon, Bill Ding 
promptly brought himself up to 
date on the latest products and sell- 
ing methods. He is now under the 
auspices of Local Trademarks, Inc., 
a New York advertising company 
which specializes in syndicated ad- 
vertising services for local dealers. 
Local Trademarks recently bought 
the copyrights and all other rights 
to ownership from the original 
owner, Mr. Wood. 


Once again Bill Ding advertising 
is appearing over the signature of 
local building material dealers 
across the country. Completely re- 
drawn and styled to the times, he 
attracts attention wherever he ap- 
pears. We’re glad to see him back 
making friends for the industry. 





“BILL DING’S” Business 


BUILDING Business 








WELL, /S 
THAT SO ?7 












WHEN YOURE ON 
YOUR HONEYMOON, 
PLAN YOUR HOME 





EXAMPLES of how the current Bill 
Ding does a modern job selling building 
material dealers. 


MRS. ISLA HERRING, 
president, and her person- 
able secretary, Miss Mary 
Rodriguez, in the home-like 
office of the president. 


THIS exterior will soon be 
modified. Remodeling plans 
have been drawn. 


HERR Ing oo 
f Fe easels 
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TELEPHONES 43. 


Mrs. Isla Herring of Laredo is the only woman board member of the Lumbermen’s Asso- 
ciation of Texas. Respected by dealers for her business sense, she is highly regarded 
in her own organization for her progressive merchandising and personnel policies 


T EXAS, a state which boasts of the biggest and the 

best of nearly everything under the sun, has the 
largest state-organized group of retail lumber dealers 
in the nation. 

A member of the board of directors of this organi- 
zation is Mrs. Isla Herring of Laredo, the only woman 
in the 62-year-old history of the Lumbermen’s Associ- 
ation of Texas to be so honored. Mrs. Herring is 
probably the only woman in the nation holding a 
similar position. 

Her election and reelection for several terms is ob- 
viously based on the confidence of her fellow dealers. 
Yet, a dozen years ago Mrs. Herring was a retail 
lumber dealer’s wife more concerned with raising a 
family than with the complexities of business life. 

The death of Mr. Herring brought increasing re- 
sponsibilities. By necessity, Mrs. Herring began to 
learn first-hand how a building products retailer oper- 
ates. She attended night school to learn bookkeeping, 
then started to keep books at the retail store. 


Seven years ago Mrs. Herring became manager of 
Herring-Price Lumber Co. and for the last five years 
she has been president of the organization. 

“Some people thought I would last a year and then 
get married,” says Mrs. Herring, a woman whose 
business ability and personality have made her a re- 
spected influence in the state association. 

IMPORTS PONDEROSA PINE 

IT IS no accident that the company’s business has 
expanded substantially, especially in the last five years. 
When ordinary lumber supply sources dried up early 
in the war, Herring-Price began importing rough 
Ponderosa Pine from Mexico, brought used sawmill 
machinery hundreds of miles and began remanufactur- 
ing in its own mill set up for that purpose. Herring- 
Price supplied neighboring dealers when they needed 
lumber badly. 

Organized as a separate corporation a year ago un- 
der the name of Pan-Tex Milling Corp., the mill has 
become an increasingly important operation. Equip- 





BUSY consumer counter, left, on a Saturday morning. Wallpaper books and kitchen cabinet, 
right, attract feminine trade. 
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LOOKING over the trophies 
won by the company’s softball 
team is Alfredo Hinojosa, as- 
sistant manager and secretary. 


SOFTBALL TEAM, 
right, won five straight 
city championships. 


KEY figures in the book- 
keeping office are Bill 
Castaneda, assistant treas- 
urer, foreground, left, and 
Frank Guerra, treasurer. 


ped with a planer, matcher, three molders, band saws 
and rip saws, the mill is shipping two carloads of 
molding and about 10 carloads of rough lumber each 
week and one carload of sawdust daily. More than a 
dozen patterns of molding are being manufactured. 
Lumber is being shipped to Illinois, Indiana and 
Michigan. 

The retail store offers complete consumer service 
from over-the-counter merchandise to custom-drawn 
plans for a complete home. Last year the interior of 
the store was remodeled; plans are drawn for exterior 
alterations. The air-conditioned store offers neat, 
modern displays of basic building materials. Just in- 
side the store entrance is a wallpaper and kitchen dis- 
play designed to catch the eye of the feminine trade. 

Herring-Price is active in supplying materials for 
both residential and commercial structures. The con- 
trolling interest of the company is in the hands of 
B. H. Zachry, a leading Texas contractor. Frank 
Durda, Sr. is head of the Herring-Price drafting de- 
partment and his son is mill foreman. Photographs 
accompanying this article indicate the wide variety of 
construction for which Herring-Price has supplied 
materials. 

With the store located in a Mexican border city, it 
ls Only natural that the majority of the consumer 
business is with Mexicans. 











“IT am proud that I have so many friends among 
our Mexican customers,” says Mrs. Herring. 

Customer good will and reputation for fair dealing 
— two cornerstones to consumer satisfaction — were 
firmly established by Mr. Herring and continue to be 
a solid foundation and guidepost in the operation of 
the business today. A photograph of Mr. Herring 
hangs in the retail store as an examplification to both 
customers and employes of the best business principles. 


SMOOTH WORKING ORGANIZATION 


SATISFACTORY employe relationship is another 
good reason for the increasing success of Herring- 
Price. As Frank Guerra, treasurer, explains it: 

“We have a very smooth working organization. We 
don’t have a boss. Each of us is his own boss. Mrs. 
Herring treats employes as human beings, not as part 
of a machine.” 

Consequently, the company operates more as a 
family than a business. There is a one-acre com- 
munity garden where every employe can grow as many 
onions, okra, watermelons and beans as he can eat. 
Every employe voluntarily contributes $1 weekly for 
a mutual small loan fund. No pay is docked for time 
off. 


In addition to paid vacations, there is an extra holi- 
day week with pay at Christmas and a Christmas 


MANY molding patterns, left, are manufactured here. Yard signs, right, are in Spanish 
English. 
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present of a month’s salary for store and yard em- 
ployes. There is also a cash Christmas present for mill 
employes based on length of service. At a lake not 
many miles away, employes have the free use of a 
cottage, motor boats and fishing equipment. 

Other officers of the company are: Alfredo Hinojosa, 
assistant manager and secretary; Amado Cavazos, 
vice-president; Frank Guerra, treasurer and book- 
keeper and Bill Castaneda, assistant treasurer and 
bookkeeper. 

Mrs. Herring’s air-conditioned office resembles a 
nicely appointed living room more than it does the 
operating headquarters of a major business. There is 
a divan and coffee table, the latter in use daily. On 
the fireplace mantel in one corner of the room are 
several softball trophies won by the Herring-Price 
Lumber Co.; the team won the city championship for 
five successive years. The office floor is carpeted. Be- 
side the president’s desk is a yard and office inter- 
communications system and behind the desk is a glass 
brick window seven feet high covered with shantung 
draperies. Trade magazines are on a nearby stand. The 
adjoining desk is occupied by Miss Mary Rodriguez, 
secretary and all-around aid to Mrs. Herring. 


MAKES UP FINAL FIGURES 


ALTHOUGH active in civic and church affairs and 
in the Lumbermen’s Association of Texas, Mrs. Her- 
ring keeps a close eye on her own business. She her- 
self works out the company’s monthly financial 
statement, doing the higher ledger work herself. 





CONTRACTOR’S 

truck loaded with 12,- 

000 feet of lumber 

heading for San An- 
tonio. 


TOM F. HERRING, 
who graduated this 
year from A&M, will 
assist his mother by 
managing Pan-Tex 
Milling Corp. 


MOTORIZED yard 
equipment is used ef- 
fectively between the 
spur track and the 
mill. Frank Durda, 


Jr., mill foreman, left. 


“Tt stays in my mind better than as if someone just 
showed me the figures,” she observes. “I know exactly 
what is in my inventory.” As a matter of information, 
Mrs. Herring takes a copy of her monthly statement 
to her banker regularly. Sales are broken down on the 
books under lumber, building supplies (roofing, hard- 
ware, millwork, etc.), paints and wallpaper and hard 
materials. 


Travel, both business and pleasure, sometimes takes 
Mrs. Herring away from her desk for two weeks at 
a time. This absence does not worry her as it might 
some executives. She knows that her employes take 
particular pride in doing an A-1 job in her absence. 

No woman with less than Mrs. Herring’s stamina, 
ambition and tact could fulfill the many tasks inside 
and outside her organization that make demands on 
her time and energy. In a newspaper interview some 
months ago, Mrs. Herring attributed her success to 


“hard work. 


“T have always tried,” she said, “to be fair in my 
dealing with everyone. That is what our business has 
been based on—treating people fairly and the best we 
know how at all times.” 





ONE major commercial job, left, for which Herring-Price is supplying materials. Unusual 
home of Mrs. Herring, right, includes a spacious lawn, outdoor fireplace and garden. 
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Do You ‘Kucw 


Your Customers Gripes ? 


Here’s what one wholesaler found out—and 
what he is doing now he HAS found out 


VERYBODY HAS at least one 
pet gripe. But does manage- 
ment know about it? 

Michigan Wholesalers, Inc., 
dealers in building materials with 
headquarters in Jackson, Mich., 
Fort Wayne, Ind., and _ Toledo, 
Ohio, decided to investigate the 
pet gripes of their customers on 
an impartial basis by hiring an 
advertising agency to do the job. 
Survey returns were sent directly 
to the agency. 

Over 600 questionnaires were 
mailed out and 14 percent were 
returned. Customers were _ per- 
mitted to remain anonymous with 
Michigan Wholesalers, Inc. if they 
preferred, the agency passing on 
only information contained in the 
questionnaire. Gripes submitted 
by customers are being used as 
the basis for meetings with sales- 
men and office personnel at divi- 
sion warehouses. 

“Some of the criticism undoubt- 
edly was merited and we were 
glad to have the faults called to 
our attention,” said George E. 
Voorhees, president. ‘However, 
criticism such as items are dis- 
tributed on a personal friendship 
is entirely untrue because it is 
and always has been a strict policy 
of this company to make distribu- 
tion of hard-to-get material on as 
equal a basis as possible to our 
good customers. This is only good 
business sense! 

“We had been acutely aware 
that our facilities were very in- 
adequate and that it was practic- 
ally impossible for our yard per- 
sonnel to render the type of serv- 
lee our customers had a right to 
expect. We engaged the services 
of a materials handling engineer 
to survey conditions at our ware- 
houses and to make recommenda- 


Buitprnc Propucts MERCHANDISER 


GEORGE E. VOORHEES 


tions for improved facilities and 
service. We are now right in the 
middle of an extensive building 
program designed to provide more 
efficient storage and working fa- 
cilities for faster and more con- 
venient service to our customers.” 

The official gripe sheet classified 
complaints and comments under 
four headings: How About Our 
Salesmen? How About Our Office 
and Warehouse Facilities? How 
About Our Products? Any Other 
Gripes? ‘ 

Along with the gripes and sug- 
gestions, customers sent a long 
list of complimentary comments 
and suggestions, a sample of 
which is included in these pages. 


COMPLIMENTARY REMARKS 


SALESMEN: Fine—We feel sorry 
that we are unable to give them more 
orders on their regular calls, as we 
try to keep up with needs by mail. 
Inquiry reveals that they don’t get 
paid as much for this type of order, 


and sometimes we are tempted to hold 
out until they call on us, which is a 
bad thing for the business. 


Excellent. 


Do a very good job. Have been high 
calibre men. 


Among the best we have call on 
us. 


Very pleasant—also very accomo- 
dating. 


Courteous, efficient and accomodat- 
ing. 


OFFICE & WAREHOUSE: We 
have always had the best of service. 


Very good. 


During the past few years when 
most materials have been so scarce, 
we have always felt that Michigan 
Wholesalers have made a fair dis- 
tribution of their products to the 
dealers. Also, when we have found 
ourselves over a barrel for some par- 
ticular item to finish a job, they have 
genuinely tried to help. — “ 


GENERAL: Believe they handle 
the best that can be obtained..:and 
try to give equitable distribution: on 
scarce items. 


We have enjoyed our relations: with 
Michigan Wholesalers since they. have 
been in business and hope and expect 
that these pleasant relations will 
continue for many years to come. 


We did not know that there was 
anything, wrong with them; if you 
find out what it is, let us know! 


No gripes whatsoever, everything 
satisfactory. The only way we know 
of that they could improve their busi- 
ness is to vote for. Dewey and Warren. 


Everything very fine. We have no 
gripes but nevertheless we want. to 
say something. 


During war years, there was nat- 
ural tendency to switch lines. This 
was bad. Believe they are making 
and have made efforts to avoid it 
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OFFICIAL “GRIPE” SHEET 


( = What 1s your pet ‘Gripe’? Where do you think Michigan Wholesalers are falling down on 
the job? What con they do to improve their services or methods of operation? Their prime 

Pg objective is to serve you, however, it isn't humanly possible to keep everyone happy uniess 

W their reactions to existing conditions are known Please use this form to set forth your 

& . Gripe’’—your suggestion tor making Michigan Wholesalers a better organization to wor 


with Thank you 





HOW ABOUT OUR 
SALESMEN? 


HOW ABOUT OUR OFFICE 
AND WAREHOUSE FACILITIES? 


hOW ABOUT OUR 
PRODUCTS? 


ANY OTHER GRIPES? 











now. Makes it better for dealers in 


replenishing inventories. “Be not 
the first by whom the new is tried 
nor yet the last to lay the old aside.” 


We regret to say that we cannot 
find anything to gripe about. 


If there was a gripe on our part, it 
would be: wish we had a little stock 
in the oganization. 


SUGGESTIONS 


PRODUCTS: We buy and like their 
lines—but we can use more nails. 


Why not delivery service? 

We might patronize you more if 
you were nearer to us or if you main- 
tained a regular weekly delivery serv- 
ice similar to Saginaw Lumber Co., 
Grand Rapids Sash & Door Co., ete. 


‘How about carrying a better stock 
of Hex shingles at Fort Wayne? 


More nails—even at a little pre- 


mium! 
Would 





help if Michigan Whole- 
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salers stocked Kewanee Steel Sash, 
when order is sent to factory it takes 
too long. Especially the following 
sizes: 

15x12—2 light 

15x16—2 light 

15x20—2 light 


Products you handle are good; 
however, wish you would go _ into 
doors and trim a little more. 


We would like to be able to pur- 
chase more galvanized roofing nails. 


Get in some garage doors. 


Have the white collar boys come 
with their salesmen at least once a 
year. They would get first hand in- 
formation as to what their custo- 
mers liked, and get the low-down on 
their service. 


Yard help should be courteous and 
helpful to drivers and customers. 


Keep good responsible personnel 
answering long distance calls. 


Salesmen should know their stock 
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supply and be familiar with its use 
and applications. 

Prices are too high compared to 
others. 

They continue to label plywood on 


the face side. The trucking companies 
then think this is the outside and jt 






GRIPES 


sometimes arrives in a terrible con- 
dition. We have called this to their 
attention, but they continue their 
custom. We have ever suggested they 
have a small label attached to the 
back side, asking the truck men to 
protect the opposite side which is the 
face side. If they continue this prac- 
tice, it will be inviting us to order 
plywood from companies who crate 
it. 



















Managers of local offices distribute 
hard to get items to friends instead 
of being fair to all customers. 







Doors improperly protected. Re- 
ceived very dirty, some _ jammed 
places. 





Their office force’s word cannot be 
depended on. 






Salesmen: Too much high pressure. 





Delivery service poor. Should have 
their own trucks and deliver orders. 
All orders delivered no charge within 
a radius of 50 miles, over that freight 
equalized. 














Salesmen are O.K.—but have a 
tough job. Why? Ask about Celotex 
or some other line. The answer: That 
is divided at the office, I will check 
when I get in. 









Warehouse: A little too much de- 
lay in loading if more than one truck 
is in at one time. 








Everything fine but the loading 


facilities. 





Making small shipments at our ex- 
pense; for instance, an order of metal 
corners instead of shipping from one 
warehouse, were shipped from two, 
making our cost 20 per cent higher 
on this item. Also back orders should 
be grouped to make shipping weight. 
Quantity discounts on such items as 
insulation board, wall board, hard 
boards, etc. will soon become a must. 














We seem to have trouble getting 
our material delivered. Inquiring of 
the Mohawk Lines, they tell us they 
can’t get loaded out of warehouse 
promptly. The CCC lines report the 
same condition. They say they have 
to make return calls in order to pick 
up the load. Of course, we do not 
know if this is the exact condition, 
but we know it has taken a week to 
get material that is in the warehouse 
at Toledo. 











Orders sometimes come out a little 
slow. We think this is primarily the 
cause of the transportation company; 
but it could stand improvement. 
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268 Years of Readership 


For authoritative coverage of the light construc- 
tion field, for merchandising tips, for the latest in 
store and yard design, for market information and 
for news of the industry—the six companies now 
represented by the executives whose pictures ap- 


pear below, have turned to AMERICAN LUM- 


BERMAN for many years. 


Are you, too, a long-term reader of A. L.? If so, 


M., vice president; N. Floyd, president; 

and Julian F., secretary, executives of 

the W. T. Smith Lumber Company, 
Chapman, Ala. 


These top executives of this 
prominent company are readers 
of AMERICAN LUMBERMAN. 
W. T. Smith Lumber Company 


has been a subscriber since 1896. 


Cc. L. WILSON, 
manager, the War- 
ren Lumber Co., 


Brush, Colo. 


“| have been a reader of the 
AMERICAN LUMBERMAN for 
the past 36 years,"’ writes Mr. 
Wilson. “Hope I can continue 
reading it for several years yet.” 


Buitoinc Propucts MERCHANDISER 


why not enter our contest to determine the 10 men 
who have been readers of A. L. for the longest 
time? Winners will receive life-time subscriptions. 


Send your entry to AMERICAN LUMBERMAN, 
c/o 75th Anniversary Editor, 139 North Clark, 
street, Chicago 2, Illinois. 


Winners will be announced in our special 75th 





Employes of Enterprise Lum- 
ber Co. in Little Rock, Ark. have 
been AMERICAN LUMBERMAN 


readers since 1904. 


JAMES N. COOK, 
president and 
manager, Enter- 
prise Lumber Co., 
Little Rock, Ark. 


I. E. BRINK, 

manager, yards 

and stores, the 

Diamond Match 

Company, Chico, 
alif. 


“Since joining Diamond's or- 
ganization in 1909, I have been 
a consistent reader of your pub- 
lication,’’ writes Mr. Brink. “‘Fur- 
thermore, | read and enjoyed 
AMERICAN LUMBERMAN dur- 
ing the years 1906-1909 at Mason 
City, Ia., when connected with the 


Independent Grain and Lumber 
Co.” 


Anniversary Issue, Sept. 11. 


R. F. MORSE, vice 
president, The 
Long-Bell Lumber 
Company, Long- 
view, Wash. 


The Long-Bell Lumber Com- 
pany has been a subscriber to 
AMERICAN LUMBERMAN since 
1905. Writes Vice President 
Morse: “I have always looked 
upon the AMERICAN LUMBER- 
MAN as being one of the best 
journals published and_ enjoy 
reading it.” 


* * * * 


Four generations of Hummels 
in Auburn, Ill., have read AMER- 
ICAN LUMBERMAN. _ Estab- 
lished in 1881, W. H. Hummel 
& Son became subscribers in 
1897. H. C. Hummel joined the 
firm in 1915. W.H. Hummel and 
F. D. Hummel, sons of H. C., 
joined the firm in 1945. 


THE HUMMELS, left to right: W. H. 
Hummel, H. C. Hummel and F. D. 


Hummel. 
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5-STAR PROMOTION 


It’s a dilly—has everything a lumberman could want: 
Timeliness to snap people out of summer doldrums 
and focus their attention on fall building and re- 
modeling plans. .. . Tremendous curiosity-value that 
will keep the whole town guessing and buzzing about 
you and your yard for days... . Unusual news value 
that will secure you fullest cooperation from the press 
and get you reams of free publicity. . . . Compelling 
interest and novelty that will bring people in long 
after this hot-weather promotion is over. 
It’s festive, it’s fun, it’s something that has high 
appeal for people of EVERY age, EVERY income, 
people of EVERY interest. It’s something en- 
tirely new, really different ...a promotion that 
has a gala touch that lifts it out of the class of 
“another merchandising trick,” makes it one of 
the standout social events of the season! 


It’s gay, it’s colorful—an Outdoor Art show ...a 
wonderful way to draw attention to your New Home 
and Remodeling Plans, a novel way to educate people 
to the fascinating applications and end uses of your 
products! All you need to stage it is: the temporary 
use of a high fence in an accessible part of the town 

. . some good-looking posterboard you can procure 
from your local printer or photographer . .. some 
“teaser” advertising copy and posters and a little 
ingenuity. 





HER'E HOW: First let's take your "artwork." There 
are several ways to get it—all of them inexpensive. One 
is to secure the services of a talented high school art 
student . . . to make good-sized copies of interiors and 
exteriors you want to feature, and close-ups of details 
such as doorways, fireplaces, or wallpaper patterns for 
greater interest and variety. 

These you'll want in full color, of course. The gayer 
and more festive, the better. Or how about pasting 
up large before-and-after photographs of recent re- 
modeling jobs . . . or beautiful full-page, four-color illus- 
trations from Home and Decorating magazines and 
catalogues? 

Your manufacturers are another source of good pic- 
ture material. Write them and ask if they can lend 
you any “original” full-color artwork that they've re- 
cently used in brochures and national ads. In writing, 
though, be sure to explain your promotional idea and 
make it clear that you are looking for the kind of pic- 


tures that appear in editorial features showing the end 
use of building supplies. 


SAY —— WHAT’S COOKING? 


Remember those “teaser” billboards that built up 
so much suspense about the new Ford? To create as 
much excitement and get everyone buzzing for miles 
around, don’t announce your show prematurely! 





Norm Advertising, Inc. 
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Keep people on tenterhooks wondering what's 
coming—by running “teaser” posters on the fence 
you're “lend-leasing.” For example, “You'll be 
sorry if you aren’t here Monday morning, August 
23rd.” And a few days later, “Don’t forget to 
be here at 10 a. m., Monday, August 23rd. You'll 
MISS something if you aren’t!” 


To insure wider circulation of your publicity and add 
to the local mystery, pepper your town with “teaser” 
posters in other parts of the business section reading, 
“What’s going on at Blake’s Fence August 23rd?” or 
“Have you a date to take a friend over to Blake's 
Fence on Palmer street, August 23rd?” 


SMART PLANNING— includes support from your news- 
paper advertising. At the same time you're creating 
suspense about your show with “teaser'’ posters, scatter 
a volley of small "mystery" ads all over your news- 
paper, to arouse more speculation and interest. 

These can be very small and very inexpensive—should 
be unsigned until the day your show opens and the 
news really breaks. About ten days before, start run- 
ning a series of provocative pe: questions about 
“what's coming," in good big display type. 


THE MOMENT YOUR SHOW OPENS 


Cash in on all the advance interest and excitement 
you’ve built up, by running regular-sized ads packed 
with news interest about “the goings-on at Blake’s 
Fence”—ads inviting everyone to make a date to 
join in the fun and festivity, ads that cite the high- 
lights of your show, ads that tie in with- the plans 
and materials you’re featuring, do a hard-selling job. 
To sell harder and attract more customers and 
prospective customers to your show, copy should 
refer to specific pictures in your show. For in- 
stance, “Be sure to see the plans for The Ex- 
pandable House!” . . “Don’t miss the beautiful 
sketches of the Nantucket Doorway.” .. . “Wait 
till you see the clever ideas for remodeling your 
kitchen.” 


HERE'S A STORY—that has all the elements of interest 
your newspaper editor is seeking. News value . . - 
“First Outdoor Art Show Ever Held in Bedfordsville! 
Humor and Human Interest. . . . "Big mystery of Blake's 
Fence solved!" Local gossip. . . . "Artwork done by 
June Sands, talented local art student. Special before- 
and-after photography done by Arthur Parton, president 
of Bedfordsville Camera club." 

There are all kinds of news angles and feature story 
material in a promotion like this. It's a natural! So 
make the most of it... by having ready for your editor 
not one but half a dozen different publicity stores cover- 
ing different aspects of your show. 

It's your follow-up advertising and publicity that deter- 
mines how well your show pays off. And it can pay 
off handsomely in widespread interest, attention, goo 


will and sales, PROPERLY FOLLOWED UP! 
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hth ar || 35704 | 408.5 32407 b2le9 [42702 [46103 | 297 eh | 387.2 | 34507 |f 286.2 | 269.0 | 309.5 | 31de2 | 260.5 | 293.6 4th qr. 
; the ff i948 lst ar || 338.8 386.2 [309.4 398.0 [402.4 [435.7 |368.2 | 364.3 | 348.8 | 296.9 | 278.9 | 322.9 | 33703 | 244.5 | 310.4/1948 Ist ar. 
‘t run- ; 
about 1948 Jan 35007 40005 (32053 | hl2ek [41703 [45104 | 37004 (37708 | 358.7 | 287.1 | 27207 | 317.1 | 331.1 | 283.1 | 304.6/1948 Jan 
Feb 332.8 | 37901 (303.9 | 39008 [3409 |K2769 | 36900 | 35705 | Blok If 303.6 | 27729 | 32106 | 331.5 | 282.3 | 308.4 Feb 
Mar 33268 3791 |303.9 39008 |3F409 [42709 | Fbbe8 (35705 | Bu3e0u |f 300.1 | 286.1 | 330.1 | 349.4 | 288.0 | 318.2 Mar 
IS Apr 35907 | 41103 [33008 | 42508 [43668 [46602 | 365¢5 | 39501 | 36702 |} 29501 | 262.0 | 332.1 13348 | 268.7 | 313.5 Apr 
May 373.8 | 428.1 [350.7 | 453.6 478.7 |497.5 | 35202 [432.0 | 362.9 |] 316.3 ‘eee | 33746 eo 327.2 - May 
| 
ement . . 
wee B.L.S South in 
slake’s LS. outhern pine _ 515 Boards and shiplap, No. ] Coumon, 1"x8", R.L., dried 
rong oa 522-' 522=| 522—| 522—| 522=| 522=| Group S4S, mixed carlote, f.0.b, mill, ’ , ‘ 
= Period ~ 1,3 | 302 | hea | 5.3 6,3 : 7.5 index 515-1 Boards and shiplap, No, 2 Common , 1"xé", Role, dried, 
high- S4S, mixed carlots, f,0.b, mil) (rail shipment). 
plans 1939 100.0 100,0 ; 100.0 | 100,0 / 100.0 100.0 100.0 515-2 Dimension, No. J Common , 2"x4"xl6!, dried, SLS, S1E 
g job. a 11504 | 113.9 , 113.2 (105.7 {111.0 106.9 | 113.8 or rough, mixed carlot, f.0.b, mill (rail shipment), 
a = 142.3 | 141.0 | 138.7 | 119.8 |129.1 123.2 | 138.9 515-3 Drop siding, C Grade, 1"x6", R.L., dried, pattern 106, 
a 942 13500 | 14505 | 1sl.3 [12702 [142.0 132.1 | 136.8 mixed carlot, f.o.b, mill (rail shipment), 
puld 1943 156.1 | 150.8 | 141.3 [13765 [14265 132.9 | 150.4 515-4 Flooring, B and better, F.G., 1"x,", Rl., dried, 
in- 194d 183.2 | 164.0 | 166.3 - W502 138.5 | 164.8 mixed carlot, f.o.b, mill (rail shipment), 
Ex- ns 18644 | 167.3 | 169.8 157.8 | 14.8! L403 | 176.7 515-5 Flooring, C grade, F.G., 1"4", R.L.. dried, mixed 
iful as 215.3 | 195.3 | 198.8 (179-1 167.9 173.1 | 20.8 carlot, f.0.b, mill (rail shipment}, 
ee 7 313.2 | 288.4 | 291.4 | 365.3 | 326.2 | 338.8 | 310.8 515-6 Timbers, No, 1 Common, 12"xl12"x,0" and under, green 
Vait | S1S1E or S4S, straight carlot, f.o.b, mill (rail 
our WW Ast qr |] 321.8 | 291.0 300.0 | 334eh | 280.3 | 299.1 | 313.3 shipment). 
2nd qr 292.7 | 27946 | 284.0 | 359.5 | 321.9 | 338.8 | 296.9 516 Drop siding, B and better, 1"x6", 4'/20', pattern 
= = —s | —t Pita poe =. — one “ -106, mixed carlot, f,0,b,mill (rail shipment), 
* : e e e e e e 22—l. Board. N e 2 Com 1x6" and 1@xb"x121 Sel ° 
nterest m8 det or 348.6 | 32200 | 3105 [41003 | 37307 | 38207 | 3602 y , SAS,’ dried, ergy So or mixed =, ah. 
el” Ne dan 35108 | 32465 |31761 |410.3 | 37367 | 382.7 | 348.8 922-342 Dimension, No. 1, 2"x,"xl6", SuS, S.l., dried, loose, 
ae ef Feb 348.0 | 322.0 | 316.2 (410.3 | 373.7 | 382.7 | 346.2 carlot or mixed cars, f.o.b, mill, 
Blake's Mar 34509 | 319eh | 310.2 410.3 | 373.7 | neat | 343.6 d22ele2 Dimension, No. 2, 2"x4"xl6", S4S, S.L., dried, loose, 
ne by | carlot or mixed cars, f,o.b. mill, 
efore- Apr Babe? | 32162 | 313.0 [410.3 | 378.7 | 388.1 | 344.0 522@523 Drop siding, B and better, 1"x6"x12' to 14', patterns 
: ad 33702 | 312.7 | 305.2 |4410.3 | 378.7 | 387.4 | 337.3 105 and 106, S.L., carlot or mixed cars, f.0.b.mill, 
ssident #_ | | 5226.3 Finish, B and better, 1"x6", S1L, S4S, S.L., KeDe, 
Rr or mixed cars, f,o,b, mill, 
522-7.5 Flooring, B and better, 1"x,"x12* to 14°, F.G., P. 
Re # sro indexe. weighted by use of B,1,S, weights, K.D., bundled, S.L., carlot or mixed Me patie J 
ae ollowing identify B.1.S, codes used: 523-1 Pine, sugar, shop, No. 2, 6/4 Rees Role, S23, loose, 
edl h index, carlot or mixed car, f,0.b, mill, 
pro *February figure used in March group index 52h Pine, Ponderosa: Boards, No. 2 Common, 1"x8", R.L., 
. S2 or 4S, loose, carlot or mixed car, f.o.b, mill, 
. " s age 52h<. Pine, Ponderosa: Boards, No. 3 Common, 1x8", R.L, 
deter- Source: Bureau Of labor Statistics, $2’ or 4S, loose, carlot or mixed car, f.o,b. mill. 
in pay Compiled by: 524-2 Pine, Ponderosa: Shop, No. 2, 6/4 R.W., RL., S2S, 
good Forest Products section loose, carlot or mixed car, f.o,b, mill, 
Office of Domestic Commerce 525-1 Pine, white; Idaho, Boards, No. 2 Common, 1"x8", 
U.SsDepartment of Commerce Role, S2 or 4S, loose, carlot or mixed car,f.o.b,mill. 





Buitpinc Propucts MERCHANDISER 89 


Happy (?) Days 

“ALL I’M ASKING,” said a 
lumberman friend of ours re- 
cently, “is for the time to come 
when I can get exactly the grade 
of lumber I want, in any length or 
size and in whatever quantity I 
require. Those will be the happy 
days!” 

“They'll be anything but happy,” 
interposed another lumberman who 
was sitting in on the conversation. 
“As a matter of fact, they will be 
plain hell and high water. When 
you can buy that easily, every 
other retailer will be able to do 
the same. Price will rule the roost 
and the low bidder will again have 
the dubious distinction of making 
sale after profitless sale. I’ll take 
mine the way things are today.” 


* * * 
“Anything you want” is another 
term for competition. You can’t 
have one without the other. 
* ¥* * 
Truckers Too! 


A FEW DAYS ago we read an 
account of retail lumber condi- 
tions in a certain trade area in 
the South. According to the story, 
nearly 50 percent of the lumber 
is being sold to contractors by 
truckers. It doesn’t seem possible. 

“They sell it at whatever price 
they can get,” complained a deal- 
er. “They have practically no over- 
head and care little about what 
they deliver in the way of grades. 
If we tried to do business that 
way we wouldn’t last a month. Yet 
truckers, new and old, keep right 
on coming...and selling...and 
contractors boast about how they 
can buy lumber ‘direct’ for less 
than we pay.” 

War is a great upsetter of estab- 

lished distribution methods. 


Survival 


MANY A LUMBER dealer is 
wondering how he is going to be 
able to meet the competition of 
truckers. 

It used to be a long distance to 
the nearest sawmill town...or at 
least 300 miles seemed like a long 
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haul. Now its merely an overnight 
drive and the trucker who loaded 
up when the sawmill closed the 
night before is on the street sev- 
eral hundred miles away when 
lumber yards open up the next 
morning. A bright and shining ex- 
ample of what mile-a-minute, in- 
dividual transportation and paved 
highways are doing to orderly dis- 
tribution. 
* * * 


Truckers invariably depend upon 
price to make sales...any price in 
order to get the business. 


* * * 
History Repeats Itself 


HOWEVER, IT IS NOT to be 
expected that truckers will acquire 
a monopoly in the sale of lumber, 
or anything else, in any area. There 
will always be something left for 
lumber dealers to figure (bid) on 
and the day will come when bid- 
ding will be as fast and furious... 
and as profitless as ever. 

How do we know# 

In the long and interesting his- 
tory of retailing, periods of easy 
sales (sellers’ markets) have al- 
ways been followed by a period 
of difficult selling (buyers’ mar- 
kets). There is nothing to indi- 
cate that these economic ups and 
downs have leveled off into a per- 
manent sellers’ market such as we 
have had for the past several 
years. 

* * * 


Increasing volume usually is ac- 
companied by mounting operating 
costs. 

* * * 


Trend of the Times 

MARSHALL FIELD showed a 
five percent increase in sales for 
the first six months of the year. 
Despite this fact the net income 
declined...and in the face of an 
improvement in gross profit ra- 
tios. 

Reason given by President H. 
M. McBain: “Increased expenses 
continue to be the principal prob- 
lem involved in attempting to 
maintain profit levels.” 

It is never as easy to reduce oper- 


ating costs as it is to increase 
them. 


Not a Popular Theme 


OUR EXPERIENCE has taught 
us that not many like to listen to 
or read the predictions about a 
change in our retail pace, although 
nearly everybody admits with a 
shrug of the shoulders that some- 
thing of the kind eventually will 
take place. 

“But what can we do about it?” 
they ask. “We’re enjoying the big- 
gest volume in our history...We 
can’t get help to serve our trade 
efficiently or enough materials to 
meet our needs. How can we be 
doing any more to prepare for the 
time when things will be differ- 
ent?” 

It’s a hard question; so perhaps 
it’s a good time to change the sub- 
ject. 

* * * 


The hardest job in the world is to 
prepare for a buyers’ market 
while enjoying the easy going of 
a sellers’ market. 


* * * 
Going Up! 

MANY A RETAIL lumber deal- 
er finds his operating costs get- 
ting out of line. The inflated price 
of building materials sends the 
dollar volume to unprecedented 
highs while the cost of doing busi- 
ness tags along as inevitably as 
the tail follows the dog. All would 
be well if there were no such things 
as a drop in prices always in the 
offing...even though the shoals 
may seem so far away there ap- 
pears to be no immediate need for 
changing the course. 

Strange, isn’t it, how difficult it 
is to do anything to correct the 
situation! 

% % * 


Competition can’t be avoided. The 
job is to learn how to meet it... 
at a profit. 


+ + * 


Survival 


WITHOUT FAITH in your com 
pany, your products, your prices 
and your ability, the going will 
be rough indeed when supply 
finally catches up with demand and 
only the fittest survive. 
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man “3 Balance is pre- every step can be done faster at lower cost with 
an a ee ae Rapids-Standard Material Handling Equipment. 
aught _ _—_ 
ten to an 
at 3 LUS 2suPERIOR PRODUCT 
oug 
ith Tested in the laboratory and 
eg GRAND RAPIDS. in thousands of homes since 
> wil uA) Z Z 1939, the "Grand Rapids In- 
MEZA (i vizible" Sash Balance is first 
tite” Wr choice for smooth, quiet, easy 
4 Pons BALANCE operation 
..We 
trade 
bog § | 3 PUBLIC ACCEPTANCE 
ve be | The “Grand Rapids Invizible” 
or the d, ler] | Sash Balance is easier to sell 
liffer- | ie | because it is advertised in 
7 eam | national magazines with a total 
rhaps ai readership of 134,445,000 


2 sub- f. Se EE ef == pecople. 


Rapid-Wheel Conveyor 
1 di 1 kK 














is to : 
ket Cee cl of . Stevedore Jr. makes 
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Pr 2 easy 
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ult it two fasteners .. . screw in one screw, Wheel-Ezy Hand Trucks 
t the ai 10 sizes fit 95° of all new and old Warehouser Floor Trucks 
ty i : Steel-Forged Casters 
windows . .. completely interchange- 
able. Your nearest Rapids-Standard representative will gladly ana- 
The = lyze your set-up and submit recommendations without obli- 
= gation. Meanwhile, write for details on any of the above 
} ~ equipment. 
GRAND RAPIDS CATALOG IN 16 Wis 
SASH PULLEYS SWEET'S ~ & THE RAPIDS-STANDARD CO., INC. 
& { ten ccagghog nel 175. Ty “ To : 3523 Rapisten Bldg. 
com- j 109, 110 sawtooth drive ° e Grand Rapids 2, Michigan 
rie type sash pulleys cover 95% of all : for INlustrated VvEyO 
prices sash pulley requirements. > Specifications 
| will and Instructions 
upply GRAND RAPIDS HARDWARE COMPANY 
1 and we GRAND RAPIDS 2, MICHIGAN ; 
} Quality Leaders in Sash Hardware for over 50 Years . 
MATERIAL HANDLING EQUIPMENT 
& 7" 
ais Buitp:wG Propucts MERCHANDISER 





Whats New £ 


Aluminum Window Cornice 


Now ready for distribution is the 
new Hollywood aluminum cornice. 
It is instantly adjustable to fit any 
size window. It is enameled for use 
without covering, but can quickly 


be covered with any desired mate- 
rial without resorting to nailing, 
sewing or gluing. The patent pend- 
ing wood-lock feature insures tight 
fit in a matter of seconds. The 


GALES AIDS + LINERATURE 


single window unit extends from 36 
inches to 48 inches and the double 
extends from 54 inches to 88 inches. 
Both are six inches high and six 
inches deep. Built-in brackets pro- 
vide support for curtain rods. For 
more complete information write 
Colgate Manufacturing Corpora- 
tion, Dept. AL&BPM, Amityville, 
Long Island, New York. 


All-Purpose Farm Elevator 


Most of the hard work has been 
taken out of farm storage tasks by 
a mobile, all-purpose farm elevator 
with adjustable sides that gives 
farmers four types of elevators in 
a single unit. The sides can be 
folded or unfolded into any one of 
these four positions in about one 
minute: 1) Wide open for bales 
of hay, straw or other materials; 
2) Three-quarters open for bags 
of feed or grain, or round bales; 
3) Half-open for ear corn, root 





crops such as sugar beets, chopped 
hay or coarse-ground forage, and 
4) Closed tight for small grain, 
shelled corn, ground feed, or finely- 
ground forage. Engineered for 
quick, easy removal from one job 
to another, it can be folded for 
storage or transport in less than 
three minutes. For further infor- 
mation write the Harvey Manufac- 
turing Co., Dept. AL & BPM, Ra- 
cine, Wis. 

















WHITE RIVER LUMBER Co., Enumclaw, 


White River has every modern 
facility for the quality produc- 
tion of Douglas Fir and West 
Coast Hemlock lumber. 


Behind the modern White 
River plant is a superb timber 
stand which, with sustained- 
yield forest management, is ex- 
pected to maintain production 
at about its present level for as 
many years as 
ahead. 


man can see 


The name, White River, has 
stood for lumber satisfaction. 


.... Since 1896.... 


| 
| 
| 
| 
| 
i 
| 
| 
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AMERICA’S ( 


No.1 SOURCE 


for sash & door makers! 


PERMA 


PERMA GLAZE h L A hi ; 
GLAZING COMPOUND ( |, A i} | \ (i 
7 COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
its ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


. 


). D. 
PRIMBLESS Bm SBgemeyes 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


for more Information or Special Requirements write Today! 


'S LARGEST EXCLUSIVE Peeddy Makerd 


MAIN ST., ST. LOUIS 2, MISSOURI 
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hiS winvow Is GoING To 
TRAVEL ITS 1/4 MILE... 


























PRR 


Because it’s equipped with a Getty No. 4715 wood Case- 
ment Operator. There'll be no jammed channels, no broken 
teeth, no stripped threads. Day in, day out, Getty operators 
will give ‘good mileage” quietly, efficiently —and at minimum 
cost. Inherently correct design, using the worm-and-gear 


| angle drive princip!e, and accurate, sturdy construction, using 


the right materials in the right places, assure years of trouble- 
free positive casement control at all times. Getty operators 
are .built for a lifetime of service ...and here are six down- 
to-earth reasons why they are the choice of architects, builders, 
contractors and home owners for wood casements everywhere. 


@ Arm is 5/32” cold rolled steel, cadmium plated, 
with teeth accurately machine ground (hobbed) 
at exact operating angle. 

Full “2 diameter case-hardened steel worm. 
Shaft is integral with worm. 

Solid brass bushing acts as a bearing for worm 
shaft; threaded in housing; cannot back-out 
under pressure. 

Arm pivots on 3/8” case-hardened bearing-stud 
shoulder. 

Solid brass arm button is locked in channel. 


Heavy-gauge channel guide (brass or steel) has 
3 point anchorage on window. 


Getty manufactures operators for all 
types of casements for both wood and 
metal. Also a complete line of high- 
quality accessory hardware for 
casement windows. 


SEE THE GETTY BOOTHS AT THE SHOWS! 


Booth 26—Builders’ Hardware Exposition, Oct. 4, Chicago 
Booth 77—National Hardware Show, Oct. 12, New York 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
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WHAT’S NEW? 


Circulator Fireplace 

A feature of the recently im- 
proved Majestic circulator type 
fireplace is a bead across the front 


of the unit above the opening. This 
bead is said to not only reinforce 
the front of the unit, but has also 
been added to serve as a gripper on 
the insulation, which is_ placed 


around the metal unit before the 
brick is laid. With this bead, the 
insulation is said not to drop or 
settle. The warm air openings have 
been placed in a new location to 
facilitate the brick mason’s work. 
There has also been further refine- 
ment on the patented poker control 
used in the damper. The fireplace 


is adaptable to any type mantle - 


desired. Heat is delivered to every 
part of the room and may be piped 
to other rooms. For an illustrated 
folder with a more complete de- 
scription write The Majestic Com- 
pany, Dept. AL&BPM, Huntington, 
Ind. 


Metal Dispenser 
Displays, Sells, Measures 
Filling a need for efficient dis- 
pensing of window materials is 
the new display rack designed by 
Warp Brothers, Chicago. Light in 
weight, this steel tube rack with a 
baked enamel finish occupies a 
floor space of only 21 x 40 inches. 
Although it will accommodate as 
many as seven 100 yard rolls, it 
does not rise above the average 
eye level. The stand has a table 
marked in feet and ‘inches as well 
as a cutting guide line. Also avail- 
able is a counting device which 
records feet and inches as material 


is unrolled. This dispensing rack 
is offered free with the purchase 
of five rolls of Warp’s Window Ma- 
terials. For additional information 
write Warp Brothers, Dept. AL&- 
BPM, 1100 N. Cicero Ave., Chi- 
cago 51, Il. 


Tilt Truck Attachment 


The Universal Tilt Truck at- 
tachment is a rigid, adjustable 
support for two-wheeled hand 
trucks which allows any standard 











TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 


The new Bradley Electronic Mcisture Meter eliminates 
the drawbacks of other instruments of less advanced 


design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 





block, gypsum block and concrete. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $49.50 new vork 


(Price subject to change without notice) 
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write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 
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SEEN, 


SCREEN WASTER 








STORM DOOR 
THAT CLOSES THE SALES 


YOU CAN'T BEAT THESE FEATURES 
® Latch-bolt reversible 


e Show your customers the 
many superior design features 
of the SCREEN MASTER, and 
they buy every time. It’s the 
improved screen and storm 
door latch with the reversible 
mechanism that eliminates 
the necessity of a right and 
left hand inventory—a sales 
leader—a sure-fire profit 
maker. = 


® Exposed parts brass —Forged 
brass handles 


@ No knob screws to loosen 

@ Self-adjusting for all standard 
door thicknesses 

® Separate locking dead-bolt 


®@ Available with either mortise 
or rim strike. 


The Deal That Shows ‘Em 
and Sells 'Em 


® Contains 12 SCREEN MASTER 
latches and one ‘Silent Salesman” 
counter display (CD-601). The 
“Silent Salesman", when dem- 
onstrated, always makes a sale. 


[Profit Catching Cabinet Catches 


SNUG-TITE E-Z-ROLL 


RUBBER ROLLER 
FRICTION CATCH 


Low priced value leader. Has 
positive holding action. 
Quickly mounted— easily 
adjusted. 


STREAMLINED CATCH 


Smartly modern—built to last a 
lifetime—popularly priced—a 
real sales getter. 
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CARRIED IN STOCK BY YOUR JOBBER 


ENGINEERED 


THE ENGINEERED PRODUCTS CO. 


FLINT 4, MICHIGAN 





DEALERS! 


RING UP MORE SALES 
WITH K.F. APPLICATORS 


i> MADE OF GLASS... 
CAN’T BURN OR CHAR 


Now you can make more sales to roofers with 
this stronger, easier to use applicator. Made of 
fine flexible yarns of pure glass. Insures longer 
life, more uniform film, quicker thawing and 


faster spreading of “hot stuff.” 


K. F. Applicators can’t burn or char, last fif- 
teen times longer than mops made with organic 
yarns, weigh less in use yet built for heavy- 


duty dependable service. 


Reinforced metal head has socket for K. F. All 


Metal holder or holder and handle combination. 


DEALERS: 


Write today... Complete information 
mailed upon request. Write to: 


KIRBY INDUSTRIES 


2104 E. ISTH STREET » LOS ANGELES 21, CALIFORNIA 
POST OFFICE BOX 1026 + LIVERMORE, CALIFORNIA 
716 N. ERIE STREET - WHEELING, WEST VIRGINIA 
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N. B. Reynolds 












300M' | x 4" 42&Btr. Yellow Pine R/L 200M' 
200M' | x 6" +2&Btr. Yellow Pine R/L 200M' 


200M’ 2 x 4" +2&Btr. Yellow Pine R/L 50M' 
200M' 8/4"' +2 SapGum & Tupelo 50M’ 
200M' 4/4" #2 SapGum & Tupelo S2S 50M' 
100M’ 4/4" +1&Btr. SapGum & Tupelo 100M' 


YOUNGERMAN-REYNOLDS LUMBER CO. 


Sales Manager Montgomery 1, Alabama 


4/4" 42B&2A Poplar S2S 
8/4'' 4+2B&42A Poplar 

8/4" + 1&Btr. Poplar 

8/4" +2&Btr. Magnolia 

4/4" #2&Btr. Magnolia $2S 
8/4" +1&Btr. Swamp Cypress 


Mills & Resaws: 
Samson, Ala. 
Wetumpka, Ala. 








NORTHE ~ 
HARDWoc 4 
SOFT Woops 


CAYUTA BRAND 
HARDWOOD 


We are now able to offer the following stock 


— Y ttd lb fi My 
FLOORING me pTLA 


MAHOGANY tgs which is thoroughly dry: 
ale era Small amounts 4 to 8/4 C A Mahogany. #1 


Com. Btr. 


KD on hand 


f 
A 


Uy 
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2 cars 4/4 +2 Com. & Btr. Soft Elm 

2 cars 8/4 #2 Com. & Btr. Hickory 

1 car 8/4 s.w. & Btr. Appalachian White Oak 
2 cars 4/4 #2 Com. & Btr. Beech 

2 cars 8/4 #2 Com. Poplar 


SHBUTLS 


UE YUM 


L LEAL LL hed 





Ao \? 
« ad é* Herts, 
Craig Mouritain’ 
‘ aor’ = =e " 
Mere creme dees 


Min 


ex} 

7 ae OS 
Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 








Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 


Lumber Co. 


{aa 





























IXED CARS 
‘ 61 YEARS 


pn an General Sales Offic 
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truck (except aluminum trucks) 
to be converted into a_ perfectly 
balanced three wheeled truck which 
carries the entire load of the article 
being moved. The truck can hp 
tilted and locked at any angle de. 
sired. The principle of leverage jx 

























utilized to multiply the strength of 
the trucker, so that one man can 
handle a load which normally would 
require two men to handle. The 
trucker carries no weight, but 
merely pushes or pulls the load to 
its destination. For an illustrated 
circular and more complete details 
write Melooz Manufacturing con- 
pany, Dept. AL&BPM, 4730 Avalon 
boulevard, Los Angeles 11, Calif. 


Featherweight Aluminum Ladder 

It was recently demonstrated 
that a six-year old girl could lift 
this ladder, yet it is said tests have 
proved that each step will hold over 
500 pounds. Features of the ladder 
include a patented design of alumi- 
num step with safety ridges to pre- 











































vent slipping. Legs are girder- 
shape for additional strength and 
firmly riveted. The feet are 
equipped with special rubber guards 
to protect floors and prevent slip- 
ping. Work shelf and top shelf 
are covered with rubber matting. 
The ladder is available in tw 
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three, four, five and = six foot 
heights. For more complete infor- 
mation write Bardwell & McAlister 
Inc., Dept. AL&BPM, 2950 Ontario 
street, Burbank, Calif. 


All Steel Flower Boxes 


Carleo flower boxes are attrac- 
tively finished in rich pastel colors 
of orange, green, blue, yellow; they 
also come in the Carlco standard 















foliage green finish. Constructed 
of heavy duty metal, drains are 
welded in and corners are an- 
nealed for added strength. Durable 
enamel finishes are baked on at 
high temperature for long-lasting 
beauty. All five sizes nest. For fur- 
ther details write the Carlisle Mfg. 
Co, Dept. AL&BPM, 138 Avon 
Ave. Newark 8, N. J. 


From Grammes Colorplate 
Etchware Line 


The console set is a new addition 
to the Grammes Colorplate Etch- 
ware line of decorative accessories. 
It is from the floral pattern which 





las seven other complementary 
pieces . . . all are made of brass 
nan antique silver finish. Attrac- 
lively gift boxed. For further de- 
tails write L. F. Grammes & Sons, 
Ine, Dept. AL & BPM, 342-N Un- 
ion St., Allentown, Pa. 















Sponge-Fatigue Mat 





In conjunction with the Goodrich 
regular Sponge Standing Mat, the 
“mpany now offers a companion— 
The Sponge-Fatigue Mat, which is 
‘molded item of firm sponge rub- 
‘*. To this a tough, cover strip 
of rubber matting 1%-inch thick has 
en cured to the surface of the 
bere aPping thousands of air cells 
si feet and floor. The com- | 

ation of sponge and rubber sur- 
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Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 
K-VENIENCES make the most of any closet 
space, too, adding maximum efficiency 

along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 


everything in reach, and double closet capacity. 


The complete line of K-VENIENCES closet 
fixtures merits your full attention. Its more 
than 40 items provide the right fixture for 
every need, to fit any size or shape of closet. 


We will be pleased to send you a 
complete catalog upon request. 


The new ‘‘F'' merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 

This door-type panel holds an assortment 

of the most popular K-VENIENCES. 
Write for illustrated sheet 

giving complete information. 











GRAND RAPIDS 4, MICHIGAN 
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Shallow-Well System 


WHAT’S NEW? The Mighty-Mite shallow-well au 


tomatic water system. according to 

the manufacturer, is the most pow- 
face cover not only gives greater erful pump ever designed for do- 
physical comfort but also longer mestic water service. Equipped 
wearing quality, better traction and either with a 1/4 or 1.3 H.P. elec- 
a mat that is easy to keep clean. tric motor it delivers up to 420 
Can be used in industrial estab- G.P.H. at 30 lbs. discharge pres- 
lishments, as well as by banks and sure with suction lifts up to 22 feet. 
hotel clerks, cashiers or any other No plunger, rods, packing glands 
individuals who must stand on or drive pulleys are used. Two 
their feet for long periods of time. helical impellers give an uninter- check valve which saves cost of ex- 
For further information write B. rupted, non-pulsating flow of wa- tra parts for the purchaser and adds 
F. Goodrich Company, Dept. AL & ter. The new Mighty-Mite is fur- to the simplification of warehovs. 
BPM, Akron, Ohio. nished with a built-in strainer and ing and inventory to both jobber 
and dealer alike. System also has 
built-in pressure relief valve which 
protects plumbing, piping, and tank 
from excess pressures. For con- 
plete information write Barnes 
Manufacturing Co., Dept. AL & 
BPM, Mansfield, Ohio. 





Exhaust Fan for 
Window Mounting 


A new low-priced exhaust fan 
for window mounting has sliding 
side panels that may be adjusted 
to permit mounting in windows 
from 22 inches to 33 inches in 
width. Extra long panels to fit 





Cs a imipoltalt objestivedstte del ed 
‘ Ywnael you use quality plywood .; . by 
, ‘Plywood, Inc. You gain the beauty ar re — 
ar , 36 inch windows are also availé 
of the finest woods, and the rugged at an additional cost. Ten _ inch 
strength of skillful craftsmanship. | blades expel hot stale air, fumes 
‘ and kitchen odors at the rate of 600 
We have a panel for every purpose — cubic feet per minute. The entire 
. . for the most exacting Tas unit is coated with cream color 
baked on enamel finish. Marketed 
under the trade name X-Peluil. 
For further information write 
Thomson and Biship, Dept. AL & 
BPM, 910 Larch Ave., Takoma 
Park, Md. 


: 4 i ~:~ Tite-Line Clothes Line Holder 
bot Nedre Divisional iheabs 

HAN ce PR I North & Judd Mfg. Co. has added 
( : the Tite-Line clothes line fastenel 
ond Rope my 6§ ~=6sto its well known line of Anchor 
yon ba bayton (OF «6 ~=—s Brand hardware products. The 
PLYWOOD TACOMA SA aadrae PLY D PLYWOO i NC fastener, now made é 
Tacoma, Wash. San Francisco, Cal. Los Sate is guaranteed rustproof. It holds 
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POWER FACTS 
AT A GLANCE 


ALLIS - CHALMERS 
DESIGNATES ENGINE MODELS 
BY THEIR PISTON DISPLACEMENT... 


Piston displacement and r.p.m. are truer 
ways of judging the comparative per- 
formance of similar type engines than 
by horsepower ratings. For this reason, 
Allis-Chalmers is now identifying its 
4-cycle carburetor engines by cubic inch 
displacement (see below). 


Horsepower ratings alone can lead to 
misunderstanding. For example: if a 600 
cu.in. displacement engine can develop 
a certain horsepower at 1,000 r.p.m., a 
200 cu.in. engine must run at 3,000 
r.p.m. to develop the same horsepower. 
The generous piston displacement and 
slower speeds of Allis-Chalmers engines 
mean long, low cost, dependable service. 
Get the TRUE POWER FACTS before 
you choose. 


ALLIS-CHALMERS ENGINES « A SIZE TO FIT YOUR NEEDS 


MODEL 
(figures represent R.P.M. 
cu. in. displacement) 


B-125 1500—1800 24.5—28.0 
W-201 1400—1800 33.5—40.5 
U-318 1200 45.0 

E-563 1050 74.0 

L-844 1050 110.0 

Available with various accessories 
. operated on low grade fuel, 
gasoline, distillate. 


MAXIMUM 
BRAKE H. P. 


ALLIS‘CHALM 


RACTOR DIVISION MILWAUK§ 
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TURN WOOD ROT 
TO YOUR PROFIT 


Home owners are learning to stop rot with Cuprinol. 
Bring this business your way. 
PACKAGED PRESERVATIVES 
NATIONALLY ADVERTISED 
EASILY APPLIED 


STGP ROT HNO TERAUTES = 


Suggested Introductory Assortment 


cuPRINe: 


® Wood & Fabric 
6 
Preservatives 
2 1-gal. cans Green for Wood #10b @ $3.45 $ 6.90 
2 1-gal. cans Clear for Wood #20b 3.75 7.50 


2 1-gal. cans Clear for Fabrics W/P #41b 3.25 6.50 
4 1-qt. cans Green for Wood #10a 1.25 5.00 
4 1-qt. cans Clear for Wood #20a 1.35 5.40 
4 1-qt. cans Clear for Fabrics W/P #41a . 1.15 4.60 


Packed in 2 cartons. List Total $35.90 
Dealer Discount 333% 11.97 


Dealer Price $23.93 


Freight prepaid on this 
Introductory Assortment. 


Includes point of sale advertising aids 


National Advertising Creating Demand 


We are reaching the consumer in Better Homes & Gar- 
dens, American Home, Small Homes Guide, Flower 
Grower, Horticulture, Yachting and Motor Boating. 
Contractors learn about on-the-job rot-proofing with 
Cuprinol in their trade publications. 


Point of Sale Promotional Material 


Counter Display cards, window or wall streamers, 
folders for your mailings or other distribution. Descrip- 
tive can labels give directions for use. 


More and more the use of home applied wood pre- 
servatives is spreading and Cuprinol leads the field. 
Order Introductory Assortments and start your profit- 
able sales of Cuprinol now. 


CUPRINOL Division, Darworth, Inc. 


53 Maple Street Simsbury, Conn. 














clothes lines tight without tying 
and eliminates knots and kinks. 
When the line is hooked over the 
fastener, the harder the pull, the 
tighter the hold. Fits round or 
flat surfaces. For further informa- 
tion write North & Judd Mfg. Co., 
Dept. AL & BPM, New Britain, 
Conn. 


"Moore Facts" 
Bulletin Available 

Bulletin 4806, featuring the new 
streamlined Moore Cross-Circula- 
tion System for seasoning all forest 
products, is available upon request. 
Numerous photographs illustrate 
Moore kiln installations throughout 
the country. There are now ap- 
proximately 5,500 Moore Cross-Cir- 
culation kilns in daily use, accord- 
ing to the manufacturer. For 
copies of Bulletin 4806 write Moore 
Dry Kiln Company, Box 4248, Jack- 
sonville 1, Fla. 


Toastmaster Automatic 
Electric Water Heater 

McGraw Electric Company has 
announced a special folder on its 
Toastmaster Automatic _ electric 
water heater. Two pages are de- 
voted to the Toastmaster’s money- 


saving features. Jonodic protection 
and the Life-Belt element are both 
stressed as effective means of giv- 
ing longer service. The Life-Belt 
element is described as using gentle 
heat-low temperatures that heat 
water speedily, yet won’t cause lime 
or scale to form inside the tank. 
The lIonodic rod keeps the water 
rust free. Write the McGraw Elec- 
tric Co., Clark Division, for the 
Toastmaster water heater folder, 
Dept. AL & BPM, 5201 W. 65th St., 
Chicago, Ill. 


Rheem Water Heaters 


Both the Rheem Deluxe and the 
Rheem Royal Deluxe water heaters 
have tanks manufactured by the 
exclusive Rheem galvanizing pro- 
cess with bottoms welded after 
galvanizing by the also exclusive 
Rheem resistance bottom welding 
method. All are insulated with 
highly resistant Fiberglas and are 
thermostatically controlled. The re- 
designed and _ re-styled exteriors 
impart a new look. Working parts 
of the Rheem Royal Deluxe are 
entirely hidden beneath the jackets 
yet quickly available for adjust- 
ment when necessary. Jackets are 
in white trimmed with gray. For 
further information write Rheem 











Manufacturing Company, Dept. 
AL&BPM, 570 Lexington Ave. 
New York City. 


New Counter Card Display 

A new counter brush display 
card for Wooster brushes is making 
its appearance in the windows and 
on the counters of Wooster brush 
dealers in all parts of the country. 
This attractive display, litho- 
graphed in bright yellow, red and 
black, is especially laminated with 
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HUTHER BROS. Sy SAW MEG. 


PATENT INSERTED TOOTH GROOVER 


Firthite Tipped Inserts 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


Write for 


HUTHER BROS. SAW MEG. CO., Rochester, New York 


FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


Huther Bros. 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Catalog No. 60 





FIRTHITE TIPPED SAW 
Solid Type, for Wood 
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(eo.J.Silbernagely Staeaatr MULL 


; Ship Your Sash 


as Fast as You are 


WHOLESALE DISTRIBUTOR 


able to 
of 


Glaze It! | 


_‘ 1} West Coast Lumber 


and 





Dept. 
1 Ave, 


7 Lumber Products 


display 
making 
OWS and 
r brush 
country. 
y, litho- 
red and 
ed with 


- 
0. 


AND WITH Cen Glaze 


NO KICK-BACKS EITHER 


LOOK at these Big 
Outfits Who Use 
and Swear by 


pbum- Glaze 


CURTIS 
COMPANIES, INC. 


ANDERSEN 
CORPORATION 


GEO. SILBERNAGEL 
& SONS CO. 


ROCKWELL 
MFG. CO. 


ROCKY MOUNT 
MFG. CO. 


“TRY it—cet ere 


NO CROWDING the production 
line — NO shipping delays with 
ARM-GLAZE’d sash! 


This remarkable Armstrong glaz- 
ing compound establishes a perma- 
nent bond immediately upon being 
applied. After that—because it re- 
mains always elastic, it absorbs all 
shocks of delivery and years of 
service. 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

® MILLWORK 
® MOULDINGS 
e SIDING 


You can ship ARM-GLAZE’d sash 
at once, and never is expensive re- 
conditioning required EITHER at 
the dealer’s or on the job. 


eee ee 4 


Add these economies together and 
the trifling more you pay for ARM- 
GLAZE is definitely small indeed. 

















‘ 33” 
Companion Product 


Armstrong's No. 33 








e FLOORING 


(eo.J.Silbernagel 


GENERAL OFFICE 


§ 8. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 





Glazing Compound mer- 
its a place in your 
packaged goods dept. 
It’s like ARM-GLAZE 
plus one more feature: 
it won’t even dry out 
In an opened can. Sell 
“*33"" for small glazing 
jobs, repairs, to home 
handy-men. It’s defi- 
nitely far ahead of 
any outtv. 

















Buitping Propucts MERCHANDISER 


4065 So. LaSalle St. 


Chicago 


241 So. Post Ave. 


Sample — Make Any 
Test You Care To! 


Note big operators now using ARM- 
GLAZE, as listed above. You, too, 
should welcome the economies we make 
possible. Write today to nearest Arm- 
strong plant for FREE sample — 
enough ARM-GLAZE to make every 
conceivable test. 


COMPANY 


319 So. Crowdus St. 


Detroit Dallas 
































THE CHOICE OF 
MASTER PAINTERS 





acetate to enhance its brilliance and 
to add to its usefulness. A damp 
cloth can be used to remove spots, 
dust and dirt. A special die cut 


hinge holds any type of Wooster 


brush as selected from the dealer’s 
own stock. Available through job- 
bers or write The Wooster Brush 
Co., Dept. AL&BPM, Wooster, O. 


DON’T 













CARRY 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-88. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 


Handbook on “How fo Hire 
and Improve People" 

A new easy-to-read handbook on 
“How to Hire and Improve People” 
is now available to members of top 
management. Written by the staff 
of the Personnel Institute, a na- 
tion-wide organization in the field 
of personnel training and admini- 
stration, the book is said to contain 
a practical step-by-step guide for 
the scientific selection and improve- 
ment of manpower. The handbook 
is liberally illustrated and is de- 
scribed as chock-full of valuable 
tips for sales managers and person- 
nel directors. For additional infor- 
mation write Public Relations Divi- 
sion, The Personnel Institute, Inc., 
201 E. 57th St., New York 22, 
N. Y. 


Rental and Sales 
Plan Announced 

The Porter-Cable Rental and 
Selling Plan is designed to show the 
lumber dealer how he can make a 
profit from the rental or sale——or 
both—on such portable electric tools 
as saws, sanders, edgers, floor 
sanders, and radial saws. The plan 
is spearheaded by a merchandising 
presentation which points out: 1) 
A large market exists for portable 


1? 














oughly indexed. 

























The book is filled with actual examples and _ previously 
acquired knowledge of framing or other intricate carpentry 
operations is not required. The examples are so explained 
and illustrated that the reader can easily apply the prin- 
ciples to practica! jobs he may be doing. 


This book is full sized (5/2”x 8/2”) and is easily read be- 
cause it is printed in very legible type. The many helpful 
illustrations are exceptionally clear. 
durably bound in water and vermin proof cloth. 


The book contains 96 pages, 101 illustrations, and is thor 


POSTPAID $2.25 


American Lumberman & Building 
Products Merchandiser 


North 139 Clark Street 


elugust 14, 1048, AMERICAN LUMBERMAN © 





Porter-Cable’ 


] RENTAL 


and Sales 


ad WT 


For The 





PROGRESSiye 





















electric saws which the _ lumber 
dealer can tap with profit to his or- 
ganization; 2) The logical place 
for farmers, builders, carpenters, 
etc., to purchase or rent these tools 
is the lumber dealer; 3) A proved 
line of portable electric tools is 
available for renting and selling; 
4) A merchandising and advertis- 
ing program can be furnished the 
lumber dealer to aid him in getting 
maximum sales results from a sales- 



























a 


on the 
use of the 


y STEEL SQUARE 


It has been written so that the 
reader will be able to learn dll 
standard uses of the steel square 
entirely from the book. 




















It is handsomely and 


Send Orders to 





Chicago 2, Illinois 





















































WESTERN RED CEDAR PRODUCTS 


~ 


rt SY 
PX 


WE ADD A FOURTH QUALITY 


Three outstanding qualities are found in the virgin western red 

cedar wood—beauty, lightness, durability. In manufacturing 
lumber PORTLAND BRAND SHINGLES and SKOOKUM TRU-CUT 3 
his or- SHAKES, we contribute a fourth quality—a workmanship in Maan 
1 place keeping with the native excellence of the wood. GEDAR\ 


N\\\\\ 








penters, We are prepared to make immediate carload shipments of all 
se tools grades of PORTLAND BRAND SHINGLES and SKOOKUM 


ers: TRU-CUT SHAKES. Forcomplete information, write or wire 


selling; PORTLAND SHINGLE COMPANY 


te 9038 N. DENVER AVENUE e PORTLAND 3, OREGON 
ed e 


getting MILLS AT; PORTLAND, OREGON KELSO, WASHINGTON 
a sales- . RIDGEFIELD, WASHINGTON QUINAULT, WASHINGTON 
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LANE No.1 or NO. 2 MILLS 


SINGLE OR DOUBLE © PORTABLE OR SEMI-PORTABLE 


~ Lane Saw Mills are known for their ruggedness, accuracy and con- 
| ARE ' venience of operation. Quick, easy, adaptability on the job makes 
A them the number one choice of lumbermen seeking an economical 

and dependable saw mill at lowest possible price. 
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Features of LANE MILL = 


is thor- Fast Feeds ® Quick Carriage Return @ Hyatt Roller Bearings @ Saw 
Guide, set while saw is in motion ® Setting Device, quick, positive, accurate ® 
Compound Upright, upright, underhook and hand dog, all in one. 


LANE Manufacturing Company MONTPELIER, VERMONT 


Buitp1nc Propucts MERCHANDISER 
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WHAT’S NEW? 





rental plan. The presentation and 
full particulars of the Porter-Cable 
Sales and Rental Plan of portable 
electric tools are available from the 
Porter-Cable Machine Co., Dept. 
AL & BPM, 1714 N. Salina St., 
Syracuse 8, N. Y. 


New Markwell Dry Pen 

The Markwell fountain type dry 
pen writes well everywhere, clearly- 
permanently and is indelible, ac- 


cording to the 


manufacturer. A 
safety clip holds the dry pen con- 


veniently in pocket. Furnished 
complete with pen, extra tip, ink, 
and filler. For further information 
and catalog of other Markwell 
Products write Markwell Mfg. Co., 
Yept. AL&EBPM, 200 Hudson St., 
New York 13, N. Y. 


Complete Line of 
Heating Equipment 


The Oilux Company announces 
production has started and imme- 
diate deliveries are being made on 
a complete line of oil, gas and coal 
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DISTRIBUTORS IN PRINCIPAL CITIES 
























































































Jlugust 





heating equipment. Oil burning 
units include two high boy models 
of 65,000 and 80,000 B.T.U. ¢a. 
pacity with Breese and _ pressure. 
type burners. Larger models with 
100, 140, 200, 300 and 400 thousand 
B.T.U. ratings are equipped with 
Oilux pressure burners, or are 
available separately. Oil heating 
boilers are built in eight sizes foy 
hot water or steam. Condensate re- 
turn systems for boilers are manv- 
factured by Oilux for 2,000 to 
12,000 sq. ft. radiation, E. D, R. 
installations. Gas winter air con- 
ditioners are rated at 90,000 and 
120,000 B.T.U. input. Coal gravity 
warm air furnaces are supplied in 
six sizes from 83,100 to 211,500 
B.T.U. output. For catalog write 
J. A. Fletcher, sales manager, Heat- 
ing Division, Oilux Company, 2200 
Dwenger Ave., Fort Wayne 4, Ind, 


Last fall! 











Dozens of our readers have 
entered our contest to determine 
the longest-term readers of 
AMERICAN LUMBERMAN, 
Every entry that arrives in our 
office not later than Monday, 
August 23, will be considered m 
determining the 10 readers who 
will receive lifetime subscriptions. 
Winners will be announced 1 
our big 75th Anniversary Issue, 
September 11. If you have read 
A. L. for 25 years or more, drop 
us a line and tell us when you sub- 
scribed. Send your entry to 
AMERICAN LUMBERMAN, 
c/o 75th Anniversary Editor, 139 
North Clark St., Chicago 2, Ill. 
Mighty sorry to say . 
CALL. We’ve enjoyed reading 


your letters. 
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svat] BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 





U. ca ° e 
oe . | ir -tete 
ale » ae WINDOW STAYS 
/usand . 
ee 
a with | One operation to insure snug-fitting, 
rare free-sliding sash for all double-hung 
eating fm windows. Aijir-tite Window Stays ap- 
es for ah ply evenly distributed pressure onto 
ate re- ‘9 - | B= «both upper and lower sash towards 
manu- i NE te@e the parting bead. Thus, weather in- 
100 to og ‘ filtration and slackness between sash 
D. R and parting bead is eliminated and 
“a windows will remain at any desired 
r Con- height without cords, weights, pulleys 
0 and im or balancers. 
Tavity 4 im Aijir-tite Stays simplify inventory 
lied in HT im =problems. They are the convenient, 
11,500 i if 1 | economical and logical way to 
write ry ig hee finish new, old or completed window 
Heat- Le a meee units. Write today for descriptive 


2909 TA Vee folders and prices. 


The plunger of each | © t 
Air-tite Stay expands f | requiremen ) 
and contracts against 18 1 |! 
: Ibs. of spring action. This auto- { 
matically adjusts to wood swell- 
] ing or shrinkage, allowing sash to be 
‘ raised or lowered freely at all times. 


{ 
a Cut-away view - Actual size 


U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 





DEALERS 
Romembor | 


Every cellar, garage, cistern, If your contractor, homeowner 

pool, milkhouse, stable, pen or others have a problem with 

and dairy barnneeds THORO- water or dampness, The 
P SEALING, to keep water out THORO System will correct 
of the walls. and solve the problem. 





x 
For substantial profits and lower inventories 
carry the Har-Vey line, the best-seller that meets 


= all your needs in the rapidly expanding market 
: a for rolling door hardware --a market made all 
MAN, WATERPLUE . . to Stop the leaks the larger by Har-Vey’s broad advertising 
. rogram in leading architecture, builder and 

a | THOROSEAL. to fill & seal the surface vase giana 

’ 
red in QUICKSEAL . for a beautiful finish @ Sizes to match any rolling door built for residen- 
; who tial use @ Precision-made of the finest materials 
tions. WRITE FOR DEALER PLAN for a lifetime of easy rolling @ Simple to install 
ed in AND DESCRIPTIVE CIRCULARS | @ Carefully packaged-easily stored @ 
— AVAILABLE NOW FOR RAPID SHIPMENT 
"drop THE THORO SYSTEM Products make friends, Ask your jobber or write to us for literature 
oped new customers and a substantial profit for the dealer and installation details. 
y to Hardware Division W 
MAN, 


, 139 Mera Propucrs Corporation 


807 N. W. 20th St. Miami, Florida 
LAST , 


ading i NAME 
Box X, i Ca Eagle, Penna. > COMPANY 











Telephone Monongahela 67 2 STREET 
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“Pene-Treat" Plastic Coatings 

“Pene-Treat” plastic coatings for 
wood, concrete, steel, etc., are said 
to give remarkable wearing service. 
They are applied by brush or spray. 
Available in transparent, green, 
black, red, yellow and aluminum. 
No. 110-s is suitable for use over 
unprimed iron, steel, aluminum and 
wood. No. 110-H and No. 120 are 
particularly suited for maximum 
protection of wood and concrete 
flooring. No. 130 is recommended 
for oil storage tanks, automotive 
shops, etc. No. 300 is used where 
maximum solvent stability is re- 
quired. Write for descriptive litera- 
ture: McKeown Bros. Co., Dept. 
AL & BPM, 5303 S. Keeler Ave., 
Chicago 32, Ill. 


Caulking Equipment 


A complete line of caulking equip- 
ment is available from Vital Prod- 
ucts Manufacturing Co. In addition 
to Vital’s popular caulking gun the 
firm makes a specialty of nozzles. 
A group of 11 nozzles is offered 
either in sets or singly. Cartridges 
are plain or spouted. For complete 
information write Vital Products 
Manufacturing Co., 7500 Quincy 
Ave., Cleveland 4, Ohio. 








working Donley Basement Window. 
construction insures fit. 


and tightly. Anchored in wall by side 





Made 


Douley 


BASEMENT 
WINDOWS 


Win customers and fortify your good name as a dealer 
by supplying your trade with this sturdy, lasting, smooth- 
Substantial, precise 
be held open at 
either of two stages. It is easily removed when desired. 
Long arm lever catch has cam action to lock window easily 
members with chan- 
desired. A window 


Ventilator can 


nel section to provide for plastering, if 
vou can show and demonstrate with pride and assured sales. 


in Three Sizes 


Hoo-Hoo Prepares 
for 57th Convention 


(Continued from Page 77) 


in Hoo-Hoo were reported from all 
parts of the country. The older ac- 
tive clubs, found primarily in the 
Midwest and in the East reported 
increases in membership. In the 
far West, California, already lead- 
ing in membership, reported re- 
newed interest and added 400 new 
members. 

In 1946-47, Minnesota added 140 
members and in 1947-48 added an- 
other 110. These results were par- 
ticularly noteworthy because they 
occurred in districts previously 
well organized. Reinstatements in- 
creased also. ; 

Now the Snark directed the ef- 
forts of Hoo-Hoo leaders in the 
South, Southeast and Northwest. 
In the Southeast, Florida jumped 
from a few straggling members to 
a total of 250. The state of Missis- 
sippi was dormant until the Lum- 
bermen’s convention in 1948, at 
which time Hoo-Hoo was reactiv- 
ated and 24 members were initi- 
ated. Outstanding work was done 
in the state of Texas. At the be- 
ginning of the period, Texas had 
47 active members. The intensive 








efforts resulted in bringiny close 
to 400 members back into the Hoo. 
Hoo fold. In the great Northwest, 
the states of Washington and 
Oregon nobly responded to the call, 
The membership increased from 
114 to 842, an increase of over 
600 percent. 


ANNUAL CONVENTION 


TODAY Hoo-Hoo is assigning 
numbers well over 50,000 to new 
members—yes over 50,000 lumber- 
men have passed its portals and 
have bowed to the Black Cat, since 
its birth in 1892. Hoo-Hoo is truly 
the outstanding industrial fra- 
ternity. 

On Sept. 9, Hoo-Hoo will observe 
Hoo-Hoo Day at its 57th annual 
convention, Sept. 6-9, Los Angeles. 
Fifty clubs in nine jurisdictions 
will be represented. The California 
group and particularly the Los 
Angeles Club No. 2 will act as 
hosts. It will be a meeting for Hoo- 
Hoo and for a review of Hoo-Hoo 
aims and objectives—a_rededica- 
tion to make Hoo-Hoo the greatest 
agency for bringing together all 
men in the industry, and through 
fellowship and understanding, build 
a better and bigger lumber indus- 
try. 








The (3 [2 AWER 


WORLDS GREATEST WOODWORKER 











The 











No. of Glass Masonry Shipping 
No. Lights Size Opening Weight 
51 2 15x12 3274x143 18 
52 2 15x16 32%x ‘ 1 
53 2 15x20 327%%x2 


13928 Miles Avenue, Cleveland 5, Ohio 











BEAVER will make 
every cut necessary in building a house. 


NORRISTOWN 
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: HUTCHINSON MFG.CO 


THE DONLEY BROTHERS COMPANY 
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Current Statistics on 
Output and Distribution 


Lumber shipments of 400 mills reporting to the 
National Lumber Trade Barometer were 3.3 per cent 
below production for the week ending July 24. In the 
same week new orders of these mills were 9.5 per cent 
below production. Unfilled order files of the reporting 
mills amount to 58 per cent of stocks. For reporting 
softwood mills unfilled orders are equivalent to 29 
days’ production at the current rate and gross stocks 
are equivalent to 48 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 4.1 per cent above production; orders 
were 4.9 per cent above production. Compared to the 
average corresponding week of 1935-1939, production 
of reporting mills was 53.7 per cent above; shipments 
were 56.5 per cent above; orders were 42.35 per cent 
above. Compared to the corresponding week in 1947, 
production of reporting mills was 2.4 per cent below; 
shipments were 10.4 per cent above and new orders 
were 15.3 per cent below. 





Physical Amount of Private Building 





INDEX Deportment of Commerce Data Corrected for Cost Change as INDEX 
1919+ 100 Measured by the Index of the American Appraisal Co. 1919 100 
T 1225 
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Western Pine 

The 100 mills reporting to the Western Pine Asso- 
ciation cut 77,837,000 feet for the week ending July 24. 
The same week a year ago the cut was 78,139,000 feet. 
Unfilled orders on file at the end of the week stood at 
225,010,000 feet compared with 201,098,000 feet for 
the corresponding week in 1947. Gross stocks stood at 
653,709,000 feet compared with 632,013,000 feet for 
the same period in 1947. 


Southern Pine 


_ Production of Southern Pine by the 93 mills report- 
Ing to the Southern Pine Association for the week 
ending July 31 amounted to 16,967,000 feet. This was 
12.72 per cent above the three-year average. Orders 
Placed during the week totaled 17,144,000 feet or 13.90 
per cent above the three-year average. 


Northern Pine 


Production of Northern Pine by the five mills re- 
Porting to the Northern Pine Manufacturers’ Asso- 
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One of the large 

Pacific Northwest manufact- 
urers of stock fir millwork 
invites your immediate inquiry 
by phone, wire or air mail. 


ANY WOODWORK ITEM IN CARLOAD LOTS 


SH-TRIM+FRAMES- DOORS 
E MILLWORK 


3201 FREMONT AVE. SEATTLE 3, WASH. 
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RAINY LAKE LUMBER CO. Ltd. 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd.. Rainy Loke, Ont 


109 





LUMBER MARKET 















ciation for the week ending July 24 was 1,710,000 
feet. The same week a year ago the cut was 1,925,009 
feet. Shipments during the current week totaled 
1,570,000 feet compared with 995,000 feet a year ago, 
Unfilled orders on hand stood at 7,015,000 feet. Cross 
stocks amounted to 33,235,000 feet. 









In the Market Centers 


KANSAS CITY—Preonounced strengih was demon- 
strated in 1 by 8&8 boards and ship lap stock in the 
Southwest during the last week, but otherwise the 
market seemed to hold a fairly steady pattern, with 
buyers and sellers bargaining to effect transactions, 


WAY AHEAD OF ANYTHING Prices of 1 by 8 boards rose $2 to $3 a M on the east 

t side of the Mississippi river and $1 to $3 on the west 

IN THE LOW - cost PLANER FIELD - side, where mills were reported just about sold out of 
Built for the precision accuracy formerly obtainable the item. Mills seemed to have plenty of 1 x 8 boards, 

only with the larger machines. A husky producer but the demand, notably from the retail yards, was 







































with wedge adjusted bed, and many patented features uniformly for the 1 x 8 stock. Prices on airdryed 
promoting convenient, time-saving operation and boards on the east side were quoted from $71 to $78a 
highest quality work. Big enough to meet all the | M, and $72 to $75 on the West Side. Kiln-dryed stock 
requirements of retai! lumber companies and many went at $78 to $80. 


pg ce b pcg re vag pee al lle | Dimension stock held fairly steady, with prices on 
user is a booster. Write for Bulletin No. 54. | the west side of the river quoted at $68 to $70 for 
2 x 4s; $70 to $72 for 2 x 6s; $75 to $78 for 2 x 8s, and 
$80 for 2 x 10s. C & btr flooring and finish still -was 
commanding $175 a M, with plenty of buyers around. 

Production was fairly good and some items were 
beginning to accumulate at the mills. In such cases, 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 



























ag | price lists showed concessions. A greater demand for 
DEPENDABLE QUALITY | mixed car business is noted and buyers are more 
| choosy in what they will accept. Green stock is not 
| being accepted and where some has reached the mar- 
| ket wide discounts were necessary to effect movement. 
| TACOMA—With general demand and supply both \ 
| good and no unusual labor problems apparent, the 
Ss market situation seems to be the healthiest it has 
been in some months. Water borne cargo movement - 
HARDWOOD | from here has shown a marked gain in the past month a 
| and advance bookings indicate that this is due to con- ac 
FLOORING tinue. Rail shipments also are improving in volume, tin 
| although the car shortage continues to be acute. Me 
Weather conditions have been excellent and n0 ve 
| serious forest fires have been reported during the past of 
Oak-Beeeh-Pecan-Ash fortnight and consequently logging volume has been 
| better than usual for this season of the year. Aa 
| important announcement locally today was that of 
J. P. Weyerhaeuser, Jr., and O. D. Fisher of Seattle = 
In straight cars or mixed with air dried that merger of the Snoqualmie Falls Lumber Company i 
Yellow Pine Boards and Dimension. and the Grandin-Coast Lumber Company into the sic 
Bost of enonsfactuse. Saliclection that Weyerhaeuser Timber Company has been recom ° 
M mended to the shareholders of each company by the 
will bring you back for more. boards of directors of all three concerns. i 
, , Weyerhaeuser is presidant of both the Weyer- 
toad se sth conan Decesedh oo Pe eg haeuser Timber Company and the Sncquaimie Falls A 
Lumber Company, which has _ been operated as 4 
a | 1 Weyerhaeuser subsidiary. Fisher is president of the 
| eT v ill all it’ Grandin-Coast Lumber Company, a Seattle concern: 
. § " | If ‘the merger is completed, the business of the Sno- 
Manufacturers of | qualmie Falls Lumber Company will be operated as 
Hardwood & Yellow Pine Lumber | —_— a age gea ge Peon p essay: 
of ‘timber in e Olympic Nationa orest to May 
SELMA, ALA. and JACKSON, TENN. 3rothers Logging Company of Aberdeen at a high bid 
Selma LD 9910 — Phones — Jackson 1885 of $39,620 .was announced. = 
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August Specials 
for Prompt Shipment 








ix4 +2 KD YP Fig. 

ix4 "D" KD YP Flg. 

Ix6 D & Btr. KD 106 & 116 Sdg. 

Ix6 +1 & Btr. KD S$2S & Cm. 

Ixl0 & 12" 43 S4S 

4/4x RW&L +2 & Btr. AD Hardwoods 
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Scotch Lumber is recognized everywhere for 
quality. It is produced from excellent tim- 
ber. It is well-manufactured. It is properly 
dried. It is reliably graded. We know 
you'll be well satisfied with Scotch Lumber. 
















SOUTHERN PINE 
SOUTHERN 
HARDWOODS 























SCOTCH LUMBER CO. 


FULTON ALABAMA 
Specialty eMember SPIB and NHLA 
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~he GUNDERSON 
Vertical Band RESAW 


Versatile—Accurate—Big Capacity 







Meets the needs of modern saw- 
mills and manufacturing plants for 
accurate sawing or center split- 
ting of a large variety of stock at 
top speed. Tilted bed permits 
bevel sawing with ease and vol- 





ume at any tilt with full opening 
of feed rolls. 







Lever & Screw 
Set Works 


Opening either side of 
saw with levers and 
additional 4" either — 
side with screws. Total 
Opening 16". Capacity 
ranges from 50 to 250 
lineal feet per minute, 
depending on material. 






vate 


















Available Through 
* Tidewater Supply Co., Norfolk, Va. 


Manufactured by 


=e BROS. 


ENGINEERING ) CORPORATION 


Steel Fabricating 4700 N. W. Front Averue 
Division PORTLAND 10, OREGON 
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PARIOK 


ws: U.S. Pare 


ORIGINAL 


MODERN WOOD PRESERVATIVE 





NO other step in protection 
of Ponderosa pine has been 
so far-reaching in results as 
the treatment against rot and 
termites. 


Wherever PAR-TOX is used, 
mills, dealers and consumers 
have found it an economical 
measure for protection of in- 
vestment. 














Specify 
“PAR-TOX treated” 


on your next order. 









IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


80 years of service 
to the sash and door 
industry. 











Lumber Sales Co. 


Clyde M. Shumaker, Manager 
P. O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon, 1091 


Rogue 


Specializing in the Distribution of All 
West Coast Woods 


In addition to our general wholesale business, our 
company operates a large concentration yard at Cen- 
tral Point, Oregon, where we bring in the best avail- 
able rough stock from small and medium-sized mills 
for remanufacturing and shipping. Dry kilns have 
been installed and are now in operation. A modern 
remanufacturing plant is now under construction and 
will be in operation shortly. The new plant will in- 
crease our output to over 250 M per day of quality 
lumber. 



























We Invite Inquiries. - 





Exclusive Sales Agents for 


Southern Oregon Planing Mill Company 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 


Reputable Sales Representation Throughout the Nation 
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"Pat" Smith President Asbestos 
Cement Products Assn. 

Kk. W. (Pat) Smith, vice-presi- 
dent in charge of sales of the Philip 
Carey Manufacturing Company, 
Cincinnati, Ohio, was elected presi- 
dent of the Asbestos Cement Prod- 
ucts Association at its recent an- 
nual meeting in Skytop, Pa. He 
succeeded Stuart H. Ralph of the 
Flintkote Company, New York, who 
had filled the office for two terms. 

Vice-president for the coming 
year will be Clifford F. Favrot of 
Asbestone Corporation, New Or- 
leans. Samuel P. Moffit of the Rub- 
eroid Company, New York, was re- 
elected treasurer. Chester C. Kel- 


sey, who became secretary when E. W. (Pat) SMITH, vice president of 
the association moved its offices to Philip Carey Manufacturing Company. 


New York early this year, remains 





graduation from the University of 
Illinois in 1923. After working his 
way up to assistant general sales 
manager of the Certain-Teed Prod- 
ucts Corporation, he joined the 
Johns-Manville Sales Corporation 
in 19388 as assistant manager of 
the building materials department. 
Four years later he assumed his 
present position with the Carey 
Company. 

In addition to his work with the 
Asbestos group, Mr. Smith is a 
member of the board of governors 
and immediate past chairman of 
the board of the Asphalt Roofing 
Industry Bureau. He is a member 
of the American Society of Civil 
Engineers. 

Although christened Everett W., 
Mr. Smith is more _ familiarly 
known by his nickname of “Pat,” 
which derives naturally from his 
birth in Geneva, IIl., on a St. Pat- 
rick’s Day. 


J. R. Blunt, Prominent 
West Coast Lumberman Dies 


Joseph R. Blunt, 55, prominent in 
the West Coast lumber industry for 


in that position. 

Directors of the association in- 
clude Ralph and L. M. Cassidy, 
Johns-Manville Sales Corporation; 
R. R. Galloway, Asbestos Limited; 


























Otis Massey, the Asbestos Company 
of Texas, and R. J. Tobin, Tilo 
Roofing Company, Inc. 

Mr. Smith has been in the build- 
ing materials business since his 


three decades, died July 17, in Seat- 
tle after an illness of several 
months. 

Mr. Blunt was born in Roslyn, 
Wash., July 7, 1893. He graduated 





-L. HL. 











Do Your... | SAWING 
——w ‘SANDING 


SHAPING : GRINDING 
WIRE BRUSHIN 
“TED 
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AEG US OT OFF 


eYCUTS EVERYTHING 


y ‘From Wood To Steel! 

















This new, revolutionary table 
stand conyerts the Model 60 
Electric MallSaw for sawing, 
drum and face sanding, shap- 
ing, drum . grinding, 
grooving and wire 
brushing. Metal table is rigidly con- 
structed yet easily carried by one man. 
Has 16” x 18” top—miter gauge and rip 
fence. Convenient switch extension. As 
a hand or table saw it will cross-cut, angle 
cut, or rip wood, cut corrugated galvanized steel with friction 
blade, hardened steel, tile, porcelain, and glass with abrasive 
wheel. 6” blade has 2” capacity. 


Nationally advertised in The Saturday Evening Post, Colliers, 
Country Gentleman, and other leading Farm, Trade and Business 
Papers. Write at once for literature and prices to 


Power Tool Division. 


7733 South Chic Vv 
MALL TOOL COMPANY me, 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 













E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 












gp isuotd 


Douglas Fir. Lumber 
Pine, Cedar Wholesale 
Hemlock 


Your orders and inquiries solicited. 











THE GRISWOLO 


FAILING BLOG 






(Gl LUMBER CO. 
re PORTLAND ORE. 
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EVERY TRACTOR SAWMILL CAN INCREASE 
THEIR PROFITS 33-1/3% 


W'TH A 


“Tower” 27" Edger (=fgneh 


This wonderful little machine will do away 
with all edging on the main saw thereby pro- 
ducing MORE and BETTER Lumber per log. 

Available with either Roller 


INEXPENSIVE — EFFICIENT — EVERLASTING or Ball Bearings 


Write Us for Prices “Tower’’ Edgers are built in 87 different styles and sizes. 


THE R. J. TOWER IRON WORKS, GREENVILLE, - = "years = = ~MICH. 

















































































Anaconda Copper 
Mining Co. 


Lumber Department 


Tue thousands of 
acres of W. T. Smith tim- 
berlands are nourished by more than the soil of 
Alabama. Each tree is sustained also by a spe- 
: cialized knowledge and practice of selective cut- 
ting, reforestation, fire prevention and 64 years 
of logging and milling experience. It is this 
Manufacturers of deep-rooted policy of perpetual yield that as- 
sures each of our customers a constant supply of 
lumber at its finest. 


Bonner, Mont. 


Ponderosa Pine, Fir and 
Larch Lumber Selective Logging Assures Permanent Supply 





—A_ 
NOW IN OUR 64th YEAR R SELECTIVE LOGGING AS 
OF LUMBER MANUFACTURING PERMANENT SOURCE OF SUP} 


W.T.SMITH LUMBER CO. 





YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 














op igs eed SIUN' Lauer INDUSTRY ‘exclusively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES...and FIRE PREVENTION SERVICES 


Inquiries Invited 


US. Epperson Underwriting Company 


1000 R.A. LONG BLDG. KANSAS CITY 6, MO. 
509 TERMINAL SALES BLOG 1205 NATL BANK OF OmM BLDG 1309 CONCOURSE BLDG 
PORTLAND 5, ORE NORFOLK. VA TORONTO 1, CANADA 





J. JL EYNN, President 


Buitpinc Propucts MERCHANDISER 



























from the College of Forestry, Uni- 
versity of Washington, and was a 
member of Kappa Sigma fraternity 
and of Fir Tree, honorary forestry 
society. The red cedar shingle and 
lumber organizations started Mr. 
Blunt on a career that led into a 
series of trade promotion projects 
for the West Coast Lumbermen’s 
Association, in which he headed the 
Portland branch and_ served as 
Washington, D. C., manager. 

A spokesman for the West Coast 
lumber industry at lumber conven- 
tions nation-wide for many years, 
Mr. Blunt made a multitude of 
friends in the trade. 


Appointments and Promotions 


R. B. SAWTELL, sales manager of 
the Kimsul Insulation Division of 
Kimberly-Clark Corporation, Nee- 
nah, Wis., announces the appoint- 
ment of eight new sales representa- 
tives, who have just completed an 
intensive sales training course be- 
fore assignments to territories as 
follows: JACK A. ADAMS, North- 
ern New Jersey; LAWRENCE E. Mc- 
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ERNST SEIDELMANN CORP. 
ERES Budding, 19 Murray St., New York 7, N. ¥. 
West Coast Office: Tacoma, Washington 


Members of the newly formed Armstrong Cork Company Building Materials 
Division Policy Committee held their first meeting June 28 at the general offices 
in Lancaster, Pa. The committee was established in May to build and maintain 
a firm wholesaler-manufacturer relationship through joint discussion and solu- 
tion of building materials manufacturing. marketing and merchandising prob- 
lems. Among the subjects discussed at the meeting were quality, packaging, 
range of, items. literature. sampling. and other topics. 

Shown above attending the meeting, left to right, are E. H. Braden, Spokane 
(Wash.) Paper and Stationery Co., representing the Western Section; Joseph F, 
Igoe of Igoe Brothers, Inc.. Newark, N. J.. North Atlantic Section; J. V. Jones. 
chairman of the committee and manager, Armstrong’s Lumber Dealer Products 
Department; Miss Alice Johnson, Armstrong secretary; J. O. Sampson, assistant 
manager of Armstrong’s Lumber Dealer Products Department; A. R. McCombs, 
production manager of the Building Materials Division; Fred Birkhill, Wol- 
verine Shingle and Lumber Co., Detroit. representing the Central Section; T. E. 
Addison, Addison-Rudesa] Co., Southern Section, and H. R. Peck, vice-president 
and general manager of Armstreng’s Building Materials Division. 





GINLEY, Southern Ohio & Eastern 
Indiana; ROBERT E. PHILIPPI, Ne- 
braska and Kansas; THOMAS E. 
HALL, North and South Carolina; 
ROBERT M. NICKERSON, Georgia 
and Florida; VINCENT E. LEE- 
WRIGHT, Oklahoma and Northern 
Texas; CARL J. GARANSSON, Colo- 
rado and Utah; EARL E. ERICKSON, 
Northern California. 
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E. L. BRUCE, JR., president of 
I. L. Bruce Co., announces the fol- 
lowing promotions in the Bruce or- 
ganization: F.R. BRUCE appointed 
assistant to the president; W. H. 
GARNER appointed manager, Men- 
phis Plant. F. R. Bruce started 
with the company in 1926, getting 
his early training in sawmill op- 
erations at the Bruce Plant in Pres- 
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COMBINATION DOORS 
Protection Products Mfg. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 






Rainelle, W. Va. 












HERE'S HOW 


AMERICAN-BOWSTRING WOOD TRUSSES 


Eliminate center walls and posts, increase your floor 
space and your building income—and they make your 
building more adaptable for any future alterations. 
AMERICAN Trusses are the most economical way to 
accomplish this, for they actually cut labor and con- 
struction costs. AND —there’s no delay in deliveries. 
25 to 150 foot spans for every type of building — 
garage. warehouse, church, auditorium, theatre or 
store. Made by the oldest and largest exclusive man- 
ufacturers of wood trusses in America. 


AMERICAN ROOF TRUSS CO. 


6846 STONY ISLAND AVE. 
CHICAGO 49, ILL. 
PLAza 1772 


ESTABLISHED 
1922 























ORNAMENTAL WROUGHT IRON 




















































4 A ILA i i Ve ri . 
A) A I | oe Interior and Exterior Iron Rail- 
Cf) We Hl i My ing, Window Gvards, Ladders, 
ff, Ht WZ Area Gratings, Cellar Doors, 
Y/ Overhead Arches, Porch Col- 
oi Fur umns, Pipe Railing. 
ty 4 . 
42 J Vy Also manufacture swing- 
“ if / ing, Sliding and Folding 
(abel Gates for every purpose. 
- Office and Factory: 
2110 Florence Ave., Zone 6 
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HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS 
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and 
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POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 















































































cott, Ark. 
manager of the Bruce Memphis 
Plant, which position he held until 
his appointment as assistant to 


In 1945 he was made 


the president. W. H. Garner, the 
new Memphis Plant manager, 
joined the company in 1930, as 
stenographer to FE. L. Bruce, Jr. 
He then worked in the company’s 
Los Angeles and Little Rock office 
and later spent several years as a 
Bruce sales representative in South- 
ern states. Mr. Garner was in 
charge of Bruce’s prefabricated 
house manufacturing operations 
during the war. He was made pro- 
duction superintendent of the Mem- 
phis Plant in 1945. 


NORMAN E. BJORKLUND, former 
army air corps officer and graduate 
of Oregon State College School of 
Forestry, has just been named as- 
sistant forester for the West Coast 
Lumbermen’s Association and the 
Pacific Northwest Logger’s Asso- 
ciation, according to EDMUND 
HAYES, Portland, chairman of the 
joint committee on forest conserva- 





tion. Mr. Bjorklund will headquar- 
ter in Portland at the West Coast 
Lumbermen’s Association offices 
and will work under the direction 
of WILLIAM D. HAGENSTEIN, forest 
engineer. Mr. Bjorklund will su- 
supervise the For est Industry 
Nursery at Nisqually, Wash., and 
will devote some time to the devel- 
opment and expansion of the indus- 
try’s tree farm program which now 
includes 2,744,154 acres of private 
timber holdings in western Oregon 
and Washington. 


GEORGE C. ROMEISER has joined 
the staff of the technical depart- 
ment of the National Lumber Man- 
ufacturers Association to specialize 
in the field of hardwood utilization 
and government lumber specifica- 
tions, R. A. Colgan, Jr., executive 
vice-president of the association 
announced. A native of Indiana, 
Mr. Romeiser is a graduate for- 
ester of Purdue University (1939), 
where he had a distinguished rec- 
ord. Recently released from the 
Army with the rank of Major, Mr. 
Romeiser served overseas for 34 
months with the First Armored Di- 
vision and later was instructor in 
the Armored School at Fort Knox. 
Since then he has been engaged in 


sales and public contact work. Prioy 
to entering the army in 1941, My. 
Romeiser was associated with the 
Resources Planning Division of the 
Tennessee Valley Authority. His 
extensive field work for TVA ijp- 
cluded the making of type and vol- 
ume surveys of the forested areas 
in the region. 


Companies Announce 

Murray B. McLeod, President of 
Arkansas Lumber Company, with 
offices in the Exchange building, 
Little Rock, Ark., announces that 
his company, wholesalers of Ar- 
kansas lumber, has been appointed 
exclusive sales agent of the entire 
output of the Groves Lumber Com- 
pany, Wilmar, Ark. This is one of 
the fine old mills located in one of 
the best stands of short leaf yellow 
pine in Arkansas. The mill has an 
output of 700,000 to 1,000,000 
board feet of kiln dried lumber per 
month. 


An Acoustical Mechanic Training 
Course has been established in the 
Building Materials Installa- 
tion School of the ARMSTRONG CoRK 
COMPANY, Lancaster, Pa., for the 
development of trained installation 
The course has been 


mechanics. 
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You can turn out as much as 157 
minute . . 
less cost, too . . . with the Miner Edger. 
variable feed with feed belt tightener, guide rail spurs, 
well-balanced mandrel, rugged construction. Write TODAY 


INTERNATIONAL 


- and at 
Light running, 










TIMBER PRODUCTS, INC. 


4441 WHITE-HENRY-STUART BLDG., SEATTLE 1. WASH. 
W. E. Difford, Pres. 


MILL REPRESENTATIVE FOR 


Douglas Fir and other 
Western Woods 





Get Free Information Now 
Mail Coupon—No Obligation 


interfering with your present work. 


Commercial Trades Institute, Dept. D73-8 
1400 


Contracting. 
( ) Veteran ( 


Name .. 
Address 





HOME TRAINING 
Prepares You for Opportunities in 
BUILDING CONSTRUCTION 


The Building Industry uses men with organizing ability by the thou- 
sands in construction, supervision, management, 


We shall be glad to give you full details about our program and 
explain just how you can complete it right in your own home without 


W. Greenleaf Avenue, Chicago 26, Illinois. 
Send free illustrated Brochure and other Information about Building 


) Non Veteran 


City . State 







sales. 
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FLOOR EDGER SCRAPER 





RED DEVIL TOOLS. IRVINGTON Tl, N. J., 








Rod Devil 


FLOOR CONDITIONING 
EQUIPMENT 
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Telephone: Atwater 9355 


and Hemlock Lumber — Shingles 


Mill Agents for 





D. M. McCuintock LumBer Co. 


Terminal Sales Building, PORTLAND 5, ORE. 


Douglas Fir, Red Cedar, Sitka Spruce 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 


















NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $585 

blades — attachments. Sent posioge pold 

A fer...0« anywhere in U.S.A. 


Extra Bevil-Devil Blades, of selected steel, ground to 
cul insulation board. Package of 100 for $4.00, 





postage paid. 
KIMBALL company, inc. 
\ 1633 SYCAMORE ROYAL OAK, MICH. 











DOMESTIC and FOREIGN 


Write, Phone or Visit 









CEntral 5250 








LUMBER for SALE 


HARDWOODS SOFTWOODS 


VENEERS PLYWOOD 
LARGE STOCKS IN ST. LOUIS YARDS 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 


























FOR PLASTER .- 
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Color-lt is unexcelled for artistic interior de- 
coration and wall treatment. Beautifies walls 
immediately. Non-fading. Not effected by 
NON. heat, sun, rain, lime or alkalies. 


al ae Conveniently packed in 5 Ib. cartons. 
coLons ° HASTENS OCCUPANCY 


* SAVES COST OF 
PAINT JOB 
Write for Folder L-is 


ZY —_ ALABASTINE 
NADEBY PAINT PRODUCTS GRAND 







No. 108 Gro ‘ 
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PUASTER aod CEMENT 
J moe LORS 
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ROOF DRAINAGE 
PRODUCTS 


Immediate 
DELIVERY 



















STAINLESS STEEL 
ERAYDO ZINC 
ALUMINUM 
COPPER 














Specialists in the production and distribution of non- 
corrosive products. 








POTTS-FARRINGTON CO. 
1224 CHERRY ST., PHILADELPHIA 7. PA. 
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FW } 
! ZN 
We stood lookin’ at the roof— Homer and me. There was a 
light in his eye. 


“Look at that roof fer beauty!”, Homer began, “It’s the 
purtiest shingle I ever laid! Bird must make ’em in a artist’s 
studio!” 


Well, Homer —hardly. The reason that Bird Masterbilt 
Shingles have that extra personality is because Bird & Son 
invented most of the techniques now used in the fabricated 
shingle field. That word “Masterbilt” is really the truth. 


You see, Homer—when you start fooling around with added 
layers of asphalt and more deeply embedded mineral gran- 
ules, know-how is a very important part of the roof beauty 
that results. Did you know, Homer, that Bird & Son actually 
own and operate oil wells and their own asphalt plant in or- 
der to protect and control the materials that go into Bird 
Masterbilt Shingles? 


You keep pushin’ Bird, Homer—there’s extra profit in ’em 
because there’s extra wear and beauty in ’em that even the 
orneriest customer can see. 






Shreveport, La. Chicag« 





East Walpole, Mass. New York 
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planned as a service to Armstrong 
Acoustical contractors, and no 
charge will be made for instruc- 
tion, use of tools, or material. The 
sessions will cover all Armstrong 
Acoustical Materials and will in- 
clude special training in installa- 
tion methods, maintenance, and 
cleaning. 


PLywoop, INC., national manu- 
facturers and distributors of ply- 
wood, announce the appointment of 
HOPCRAFT-KELLER, INC., Detroit ad- 
vertising agency, to handle the 
company’s forthcoming campaign. 


THE RICHKRAFT COMPANY, Chi- 
cago, has appointed two new dis- 
tributors: Martin Wiegand, Inc., 
603 S. Capitol St., Washington, 
D. C., and United Clay Products 
Company, Investment 3uilding, 
Washington, D. C. Both concerns 
will handle Richkraft products in 
and around the Washington area. 


A new showroom for reviewing 
smooth-surface floor coverings that 
will feature the new lourve-type 
display technique developed by 
SLOANE-BLABON CorP., will be built 





for 57 YEARS 


OZAN PINE 


has been delivering 
SATISFACTION TO 
CUSTOMERS 


Ozan is operating on a sus- 
tained-yield basis—and expects 
to be able to serve customers 
indefinitely. 








OZAN LUMBER CO. 


PRESCOTT, 


1891 ARKANSAS 


1948 


by the company at its midwest 
headquarters in the Merchandise 
Mart, Chicago. Actual renovation 
and remodeling got under way the 
week of July 19, a company spokes- 
man said. 


A bright spot in the metal supply 
picture is the announcement by the 
ILLINOIS ZINC COMPANY, 2959 W. 
47th St., Chicago 32, IIl., that its 
expansion and modernization pro- 
gram has been completed, and that 
Eraydo Alloy is now available for 
delivery within three to five weeks. 
Evraydo Alloy has long been used 
in the construction -industry for 
gutters, downspouts, valley, flash- 
ing, termite shields, corrugated 
roofing and siding, cold air ducts, 
and countless other applications re- 
quiring sheet metal. 


Having acquired the remaining 
space in the building which it oc- 
cupies, at 266 Fremont St., the San 
Francisco branch of THE FOXBORO 
COMPANY is now settled in its re- 
arranged quarters, with practically 
double the working space previous- 
ly available. The Foxboro Com- 
pany, with its main office and fac- 
tory at Foxboro, Mass., is one of 
the leading makers of industrial 
instruments for measurement and 
control of process variables such as 
temperature, pressure, humidity 
and flow. 


EASTERN KOOLVENT ALUMINUM 
AWNING COMPANY, with headquar- 
ters at Mineola, L. I., has been ap- 
pointed licensee for KoolVent Ven- 
tilated Aluminum Awnings. The 
firm is headed by M. Ruttenberg 
and will manufacture and distrib- 
ute KoolVent Awnings in Long Is- 
land under license of KOOLVENT 
METAL AWNING CORPORATION OF 
AMERICA, Pittsburgh, Pa. With 
the establishment of Long Island 
facilities, there are now 38 plants 
in 33 states making KoolVents for 
distribution and sale by well over 
200 dealers throughout the United 
States. Complete manufacturing 
and sales facilities are also operat- 
ing in Canada and Hawaii. 


THE TENNESSEE HEATING SALES 
COMPANY, Knoxville, has just been 
appointed distributor for Dravo 
Counterflo Heaters in Tennessee, 
east of the Tennessee River; South- 
east Kentucky; Southwest Virginia, 
and North Carolina, west of Ashe- 
ville. The company is headed by 
R. A. Seepe, president. 


August 





ADVERTISING 


PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur. 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub. 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed, 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to cl 5 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed, 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used, regular line 
rate is charged. 

When answering box numbers or mailing copy 
tor ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Address E-42, American Lumber- 
man. 





WANTED: Experienced Panel Salesman. By 
a New England panel plant manuiacturing 
sanded or unsanded Birch and Maple bot 
hot plate and cold press process panels. 
State age. experience, and when available to 
commence work, also salary expected. Ad- 
dress D-51, American Lumberman, Inc. 


aD 





Progressive Retail Lumber and Building Mate 
rials Company (Volume approximately $300.- 
600 year) in Denver, Colorado, desires serv- 
ices of combination order and stock clerk. 
Knowledge of doors. windows, stock mill- 
work and building specialties required. Give 
full information in letter to Box D-54, Ameti- 
can Lumberman, Inc. 





WANTED: Plywood Panel Plant Superinten- 
dent. New England location. Thoroughly 
experienced on hot press, tapeless splicers: 
etc., on Birch and Maple panels. State a9g@ 
experience, salary availability. Address 
D-52, American Lumberman, Inc. 


ee 





Wanted: Man with sales and office exper 
ence in retail lumber and fuel yard. = 
knowledge of lumber and millwork. Excel 
lent opportunity jor right man. Address 
D-57, American Lumberman, Inc. 
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